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New Business Managers 
of Central Stations 
Please Note 


» have a plan by which we can build business 
for you and increase the profits of your new 
business department without asking you to do 
any sales work. 


We don’t want to sell you a Vacuna Cleaner. 
We don't want you to do any work for us. 


We DO want to get in touch with users of electric 
service who can purchase Vacuum Cleaners 


And right here is where we would like to get to- 
gether with you. 


We Offer An 
Opportunity For One Man 
In Your Town 


to make a profitable agency connection. 


To the right man——a protected territory with ag- 


gressive backing. 
The Vacuna Turbine 
Vacuum Cleaner 
is mechanically perfect, weighs 45 pounds and does 
work usually requiring an installed plant. 
For details write 


VACUNA SALES COMPANY, 


Hudson Terminal Building, New York City 

















In writing to advertisers, 


Rapidity of Turning Out 
Toast 


Excellence and Economy of 
Operating 
Retail price of $3.75 


These are features which make 
attractive to the possible user the 


as 4 99 
American 
Electric Upright Toaster 


It is a small, light, attractive de- 
vice for use on the dining table, 
where the toast can be made and 
served while hot and fresh. 

Order a case lot of toasters. A 
case lot contains twenty-four and 
with it you will receive window 
display cards. You will also be 
provided, if you like, with adver- 
tising circulars. 

By calling the attention of your 
customer to this new, attractive 
and useful device, the sales result- 
ing will be a source of profit for 
you. 


American Electrical Heater Co. 
Oldest and Largest Exclusive Makers 


Detroit, U. 8S. A. 
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You don’t see the lights—You see the work. 


@. The Buckeye Lamp stands first in the opinion of 
manufacturers — especially textile manufacturers. 
This is not due to advertising alone, but to the fact 
that the Buckeye Electric Company’s 


INDUSTRIAL LIGHTING DEPARTMENT 


has planned and put in a large number of the most 
important and most satisfactory industrial lighting 
installations in America. 


@ A reputation like ours, founded upon performance 
{ he rather than upon promise, is worth a great deal to the 
central station or contracting engineer selling or spec- 


Buckeye ifying Buckeye Lamps. 
Electric @_ The co-operation of our practical experts is also of 


great value, not only because the Buckeye illuminat- 
Company ing engineers know their business but because 
Cleveland, Ohio buyers know that they know their business. 
Chicago, Pittsburg We are always ready to co-operate with those who 
Boston, Dallas want the best lamps plus the most intelligent service. 


RasCo 
Ss ee es 


In writing to advertisers, mention ‘‘Selling Electricity’’ 
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At Home 
At the Office 


In Any Place 


of Business 24 


| BENJAMIN 
PLUG CLUSTER 


is a great convenience because it gives you 
two outlets where you have had but one, 
; doubling the capacity of your sockets by 
doing the work of two. You may attach 
any other electrical appliance that you wish 
and burn your lamp at the same time. It 
requires no extra wiring — 
you simply screw it into 
the socket. 


For sale by all Electrical 
Dealers 


MEG. COMP ANY 
120-128 So. Sangamon St. 
Chicago 7. 
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WE WANT 


White Way Work 


Posts Poles 
Brackets 
and 
Reflectors 


The 
Morris Iron Co. 


SUCCESSORS TO 
Elmer P. Morris Co. 
Frederick Iron Works 


Montrose Iron Works 











Design 0108 
“The Outdoor Lighting Specialty House’ 


New York City 


94 West Street 
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HIS 


The Leavenworth Light, Heat & 
Power Company of Leavenworth, Kan- 
sas, has been distributing copies of Elec- 
trical Progress monthly for some time. 
Last month Mr. W. C. Duncan, Com- 
mercial Manager, wrote us ordering a 
double quantity of the Home Equip- 
ment Number and said: “Our repre- 
sentatives distribute them, and I find 
that by leaving some practical common 
sens: information as to Electrical Pro- 
gress in the hands of the prospect, you 
get him to look over it and it makes 
an indelible impression. I have in the 
last three weeks been successful in closing 
up four window lighting contracts, due 
largely to the fact that I was able to 
show them the good scientific features 
illustrated in Electrical Progress.”’ 


The April Electrical Progress — an 
Electric Vehicle Number — is the Sup- 
plement in this issue of SELLING 
ELECTRICITY — Read it! 


It will interest your consumers and 
prospects in electric vehicles. Read on 
page 193 what that means in revenue 
to the Central Station. 

Electrical Progress costs from 5 to 2 
cents “a copy according to quantity. 
Central stations have distributed over 
175,000 copies in the last six months. 
The Leavenworth letter tells why. 

Order the Electric Vehicle Number 


now. 


The Rae Company 
Publishers 


17 Madison Avenue, New York City 
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The New 1911 Model of the Well Known 


Vertical Radiant Toaster 


In addition to retaining all the advantages of previous 
models, the 1911 model includes two other features sure to be 
appreciated by your customers. 


The inclined rack makes the toast 
more readily accessible than ever 
before. 

The individual contact plugs, in- 
cased in neat nickel shells, are as 
convenient and reliable as they are 
attractive. 


Two improved features do not 
“make” a toaster but—when added 
to a toaster already recognized as the 
ideal practical toaster—they make 
that toaster more universally 
desirable. 


This is “toaster weather’ —probably more Vertical Radiant Toasters will 
be sold now than during the remainder of the year. 


Take advantage of the special offer, involving special discounts, to all 


who order now. 


General Electric Company 


Largest Electrical Manufacturer in the World 


Schenectady, N. Y. 


In writing to advertisers, inention ‘‘Selling Electricity’’ 
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GREENWOOD Superiority 





HIS firm has five Drug Stores in Atlanta, Georgia. The 
Greenwoods have built them nine signs in the last year. 
This one marks the location of the headquarters building 

and Sells Drugs from All Five Stores. 


That’s the mark of Greenwood Superiority---Our Signs beget 
more Signs. It’s so wherever we sell. 





There’s just one Reason. The Greenwood’s are both Artists 
and Salesmen. And Greenwood Signs are made to Sell Goods— 
Day and Night and For Years. They Combine Originality, 
Artistic Appeal and a Strong Sales Impression with the Most 
Durable and Effective Construction. 


Greenwood Advertising Co. 


Knoxville, Tenn. 








In writing to advertisers, mention ‘‘Selling Electricity’’ 
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Did You Ever See a 
Sign Like This One? 





i T is suspended over the car tracks in Birmingham, Alabama, 
; in front of the plant of the American Baking Company. We 
simply cite it as an example of Greenwood Construction and 


j Greenwood Originality in Design. 

The Sign is all Metal, with our new finish, the most durable 
ever devised. It is Double Faced and burns 900 lamps. The 
Border is in red and the Wings of the Eagle have a waving effect. 

We built another sign for this firm reading---Eat Malt and 
Milk Bread---Nobody ever sells a Greenwood sign owner but 
The Greenwoods. 





You Need Such Signs on Your Circuits ! 
Greenwood Advertising Co. 


Knoxville, Tenn. 


In writing to advertisers, mention ‘‘Selling Electricity’’ 
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Jandus Luxolabra—Popularity 


We all require necessities: most of us desire 
Luxuries. Jandus Luxolabra is both a necessity and a 
luxury, thus accomplishing the greatest good for the 
greatest number. 








Public popularity may be attributed to four 
causes: 


First: The important part that an orna- 
mental lighting system plays in the popular 
movement for the City Beautiful—Arrtistic as 
as well as utilitarian. 


— 
ent 


Second: The advertising value to the 
city as a whole—an indication of its pros- 
perous condition and progressive spirit. A 
well-dressed city, like a well-dressed man, 
commands attention and respect. 


Third: The benefits in dollars and cents 
accruing to the business interests in the 
lighted district. The value of property on a 
business street is directly proportionate to the 
number of people who make use of the 
street as a thoroughfare. Light attracts 
people. 


Fourth: The increase in downtown 
property values and decrease in crime. 
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A Luxolabra installation reflects credit 
upon the city, pleases the people, increases 
business and begets a desire to improve tke 
general lighting of the entire city. The op- 
portunity is here, the means of making it 
golden are within easy reach. 
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Write your conditions, we can help you. 


The Adams-Bagnall Electric Company 
CLEVELAND ~ 


New York Philadelphia Pittsburg Chicago Atlanta 


In writing to advertisers, mention ‘‘Selling Electricity’ ’ 
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A Distinct Advance In 


Vehicle Battery Design 





We make vehicle batteries both with the old style lead-burned con- 
nection and with the “National” Bolt Connectors. We recommend the 
latter—a solution of all the difficulties of the old style—an exclusive fea- 
ture of ““Natinnal” Batteries. 


Corrosion is prevented by the grease-packed annular recess in nuts. 
Stud is electrically inert—simply squeeze together the lugs which are the 
conductors. Contact between lugs is absolute. Hundreds of installations 
without one failure. 


All the disadvantages of the old style lead-burned battery avoided. It 
is no longer necessary to saw apart the lugs, to call upon an expert lead 
burner and outfit to reburn the lugs every time cells are inspected or 
cleaned. Only tool required is a wrench. ; 


Compare 1% hrs. to take apart and re-assemble a 44 cell bat- 
tery having “National” Bolt Connectors with 8 hours to take apart 
and re-assemble a duplicate battery with burned connections. 


Write to our nearest office ¢«. 


: 9 ° for any 
for complete information on National Batteries service. 


The United States Light and Heating Co. 


GENERAL OFFICES: 30 CHURCH ST., NEW YORK 


New York Buffalo Chicago San Francisco 
Boston Cleveland St. Louis Detroit 
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An Exibition that Entertained 20,918 Guests 


The story of the Recent “*House Electrical’? Demonstration in Elmira 


By A. R. Wager, Manager Commercial Dept. 
Elmira Water, Light & Railroad Co.. 
Elmira, N. Y. 


The Elmira Water, Light & Rail- 
road Company for a number of years 
occupied a low three-story building 
on the corner of Lake and Water 
Streets. That is the busy corner in 
Elmira. Last vear, however, a seven- 





A. R. Wager 


story modern office building was 
erected directly across the street and 
the company leased the first and 
second floors and moved in about the 
first of January. This provided an 
opportunity to install ample and far 
better facilities for receiving the pub- 
lic and for the display of current- 
consuming appliances, and to mark 
the opening of the new quarters it 
was decided to conduct a “House 











Electrical” demonstration for a period 
of three weeks. 

The top floor of the new building, 
The Hulett Building, had not been 
finished for occupancy, but was left 
in the rough timbered state without 
any partitions or plaster. This space 
was rented for one month and several 
prominent merchants were invited to 
co-operate in the production of a 
practical exhibition of house furnish- 
ing and equipment. Regular stud 
partitions were put up to divide off 
the rooms as desired, and the walls 


\ , i“ 


Vo 





The Bathroom of the House Electrical 
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were made of linen stretched tight 
on each side of the partition and 
painted so that it presented an ap- 
pearance of permanency. There was 
a total absence of those flimsy cheese- 
cloth makeshifts which have blighted 
so many similar ventures. 

Three of the most prominent mer- 
chants agreed to co-operate with the 
company, and they in turn enlisted 
the aid of several others who took 
charge of further details, and when 
the walls were erected the rooms 
were turned over to them to decorate 


April, 1911 


a special plaque for the ceiling, paint- 
ing it by hand. The bathroom was 
furnished to perfection in white tile 
effect and with the latest type of 
porcelain fixtures. The dining room 
was equipped with appropriate cut 
glass and china, and silver _ toilet 
articles were furnished for the bed- 
rooms. The draperies and hangings 
were ample and of the best quality. 
In short, the ‘“‘House Electrical’? was 
a real home, a complete apartment, 
wanting no essential comfort and con- 
taining every modern convenience 





One of the Bedrooms 


and furnish. Furniture, hangings and 
draperies, wall decorations, china, 
cut glass, electrical fixtures, silver, 
the music room, bathroom, the pantry 
and the mantel equipment were each 
in the hands of some local dealer, and 
2ach man did his part with gratifying 
thoroughness and good taste. One 
merchant spent $45.00 in his room 
on hand-painted wall decorations 
alone. In another room, a. skilled 
painter was called in and worked up 


that electricity can bestow. As you 
stepped out of the elevator, there 
was nothing to suggest a temporary 
exhibition except a few modest cards 
here and there announcing that the 
furniture or the draperies were fur- 
nished by the contributing merchant. 
There was a reception room, a living 
room, a dining room, a hall, a kitchen, 
two bedrooms, a nursery and a bath. 

The General Electric Company co- 
operated in furnishing the major part 
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of the electrical exhibit, and Mr. C. 
E. Pruyn came on from Schenectady 
to be in constant attendance and act 
as official host. 

Well-chosen invitations were sent 
out to practically everyone in the city 
and a great deal of publicity was given 
to the affair by the newspapers, while 
an electric sign was erected over the 
entrance to the building. At the 
same time, the company advertised 
the “House Electrical’ constantly 
in the press, and the contributing 
merchants featured their own exhibits 
even more widely. 
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A series of special functions was 
arranged so that there should be no 
abatement of public interest, and to 
insure the attendance of all classes, 
the various social and business or- 
ganizations of the city were especially 
invited from time to time to a com- 
plimentary luncheon or tea. On 
Tuesday evening the day following 
the formal opening, a dinner was 
given to the members of the Press 
Club and many prominent men of 
Elmira and numerous out-of-town 
guests were invited. Sixty covers 
were laid. There were after-dinner 


Furniture 


The Living Room 


The “House Electrical” was of- 
ficially opened on the afternoon of 
January 23d, with a_ reception to 
about 150 especially invited guests, 
including the leading professional and 
business men, the city officials, the 
representatives of the press and their 
wives. That evening the doors were 
thrown open to the public, and there- 
after the “House Electrical’? received 
a steady stream of visitors from 9 A. M. 
until 9 P. M. throughout the three 
weeks, with the exception of Satur- 
days and Sundays. 


speeches by the Mayor and others, 
and there was a column story in the 
local papers next day. 

On Wednesday, the ladies of the 
“Wednesday Morning Club” were 
entertained at luncheon, admission 
being by card. At such times an 
announcement was placed on_ the 
door stating that the doors were“‘closed 
this afternoon to entertain the Daugh- 
ters of the American Revolution,” 
or whatever the occasion might be. 
The meeting of the Wednesday Morn- 
ing Club was addressed by Miss Van 
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Renssellaer, head of the Home Economic 
Department at Cornell University. 

On Thursday a prominent society 
lady entertained a number of friends 
at the “House Electrical.” 

At other times, the Daughters of 
the American Revolution, the girls 
of Elmira College, the Board of Trade 
and the Elmira architects were re- 
ceived and other society women gave 
luncheons. A dinner was given to 
Mr. S. J. Dill, general manager of 
the Elmira Water, Light & Railroad 
Company, who has been away from 
Elnira sometime owing to his duties 
as vice-president of the holding com- 
pany, The Susquehanna Railway, 
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In short, the entire city was made 
to feel a personal interest in the ‘‘House 
Electrical,” and was brought in close 
touch with the company, its ideas 
and its ideals. The proof of this 
statement lies in the record of at- 
tendance which was as follows:- 

Attendance by the day 


January 23rd ............. 512 
January 24th ; SSS 
January 25th ..... 1504 
January 26th 959 
January 27th . 950 
January 28th 1100 
January 30th 650 
January 3lst ne .. LOLO 
February Ist : ee Poe ernie’ 1575 
February 2nd re eee 1360 
INN I Acne aie baceanande ss 1300 





The Nursery 


Light & Power Co. Mr. H. M. Beards- 
ley, Acting General Manager, gave 
luncheons on several different occas- 
ions to the visiting general managers 
and commercial managers of other 
Susquehanna properties. A stag party 
was given later by Mr. H. N. McCon- 
nell, manager of the Commercial 
department of the Susquehanna Rail- 
way, Light & Power Co. to fourteen 
old friends of the days when he was 
local man in Elmira. Central station 
men also came in from all the sur- 
rounding cities and were entertained 
and introduced to the local people. 
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In considering this remember that 
the population of Elmira is 37,000 
and that during the three weeks there 
were several days of such inclement 
weather that the attendance was 
greatly discouraged. 

The newspapers, of course, were of 
the greatest benefit to us in spreading 
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the fame of the “House Electrical,” 
for all the social functions were re- 
ported in detail and descriptive stories 
were of frequent occurence, for the 
**House Electrical’’ was interesting to 
the people of Elmira because we made 
it so and we kept it so. 

Full-page advertising displays were 
worked up several times by the papers, 
by setting some descriptive story of 
the “House Electrical” in the centre 
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The Dining Room during one of the Complimentary Luncheons 


of the page and making a special rate 
to the contributing merchants for 
the surrounding space. This resulted 
in much profitable publicity both for 
the merchants and for us. The mer- 
chants took full advantage of their 
exhibits, the plumbing firm, for in- 
stance, advertising that they “‘would 
duplicate the beautiful bathroom equip- 
ment shown in the “House Electrical” 
for $270.00,” ete. The following letters 





The Sales and Demonstration Room 
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are evidence of the profitable nature 
of the advertising it gave them. 

From the plumbers: 

Elmira, N. Y., Feb. 9, 1911. 

Mr. If. N. McConnell, Manager Commercial 

Department, Susquehanna Ry. Lt. & Pwr Co., 

New York, N. Y. 

Dear Sir: 

“At the request of Mr. Wager, Manager 
of the Commercial Department of the Elmira 
Water, Light & R. R. Co., we furnished and in- 
stalled a complete bathroom in the ‘House 
Electric, Hulett Building, City. When we were 
approached by Mr. Wager, our company was 
somewhat skeptical as to the good results that 
might come to us from such an effort, but as the 
show draws to an end we feel, from inquiries 
that we have received, that it is going to be a 
great benefit in the selling of high-grade plumb- 
ing goods, not only perhaps for the next few 


weeks, but believe that it will show results 
throughout the year ; 
“Therefore, we feel very well satisfied 


that the expense created to install a beautiful 
bathroom at the ‘House Electric’ will return 
to us the best of results. 
Yours very truly, 
(Signed) LaValley, McLeod & Company.” 


Dic. McL. 


From the jeweler: 
Elmira, N. Y.. February 8, 1911 
Mr. H. N. McConnell, 
Care Susquehanna Ry. Lt. & Pwr Co., 
New York, N. Y. 
Dear Sir: 

“We can truthfully say that we consider 
that the ‘House Electric’ exceeded our expec- 
tationsinevery way. It hasbeen of great advan- 
tage to us in many ways, bringing our goods to 
the notice of many thousand people, and for the 
small effort it cost us, we feel more than repaid. 

Yours truly. 
(Signed) John Bally & Son.” 


From the house furnishing the 


draperies :- 
Elmira, N. Y., Feb. 6, 1911. 


Mr. H. N. McConnell, 
Susquehanna, N. Y. 
Dear Sir: 

“It is with extreme pleasure that we wish 
to assure you personally of our entire satisfac- 
tion with our connection with the ‘House Elec- 
tric.’ The benefits we have already received, 
together with those that will develop in the near 
future have far exceeded our most sanguine, 
expectations at the outset. We have noted 
from time to time the large attendance repre- 
senting our best citizens, and the many words of 
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commendation of the management of the ‘House 
Electric’ have been most gratifying. 

“We join in wishing you in the future the 

abundant success the ‘House Electric’ deserves. 
Yours very truly, 
Sheehan, Dean & Co.” 

From the merchant supplying the 

furniture and carpets: 
February 7, 1911. 

Mr. H. N. McConnell, Mgr. Com. Dept., 

Susquehanna Ry. Lt. & Pwr. Co., 

New York City. 

My dear Mr. McConnell: 

“Replying to your letter under date of 
February 6th, I beg to advise that our exhibit 
at the ‘House Electric’ has been very satisfactory, 
and has been without exception the best method 
of advertising that I have had for interesting 
the public in correct style and designs of furni- 
ture. 

“IT have had a great many inquiries re- 
garding different things in the ‘House Electric,’ 
and feel that I have already made several new 
customers from our exhibits. 

Yours very truly, 
(Signed) Thos. B. Fitzgerald.” 


TBE-I. 


The concrete benefits to the Elmira 
Water, Light & Railroad Co., measured 
in sales made right at the “House 
Electrical,”’ includes the following ap- 
pliances: 

Toasters, 18, (trial, 2). 

Heating Pads, 2. 

Water Heaters 4 (small), (trial, 1). 

Electric Range, 1. 

3-Way Switch, 3. 

2-Way Switch, 3. 

Electric Ovens, 2. 

Mangler, 1. 

Irons, 15, (trial, 11). 

Washer, 1 (small), (trial, 1 (large). 

Chafing Dish, 3. 

Wringer and Bench, 1. 

Sewing Machine Motor, 1 (trial). 

Percolators, 5 (Nickel). 

Percolators, 1 (Copper). 

Disc Stoves, 7 and 5. 

Utility Set, 1. 

Electric Radiator, 1, 

Total Sales, $670.80. 

But the greatest benefit to the 
company we figure in terms of closer 
touch with the community, the wide 
interest awakened in things electrical 
in every single home, and in the new 
subconscious popular attitude toward 


(trial). 

















April, 1911 





The Elmi:a Water Light & Railroad Company, take 
pleasure in announcing that the House Electric is furnished 
by the following Elmira merchants:— 


Furniture Thos. B. Fitzgerald 
Hangings and Draperies Sheehan, Dean & Company 
Decorations {Fi M. Bien; 

F. M. Bottcher 
China S. V. Shaljian 
Cut Glass W. D. Jacobus 


Electrical Fixtures! | G. H. Young; 

1C. A. Georgia Electrical Co. 
Silver John Bally & Son 

Music Room Elmira Arms Company 
Bath Room LeValley, McLeod & Co. 


Printing Chemung Printing Co. 


SELLING ELECTRICITY 159 


exhibit were widely ad- 
vertised and the result 
is indicated by the at- 
tendance figures, for in- 
tead of falling off it 
grew towards the end 
and hundreds of people 
were unable to get in on 
the last evening. The 
elevator filled at the 
street level and carried 
the people to the top 
floor, but on coming 


down it discharged the 

passengers on the second 

; floor. This was the only 

Cards like this were Distributed with the Invitations way we could handle the 
crowds. 

The photographs shown here were 


Mantle Interior Marble & Tiling Co. 














the central station. Everybody came, 


everybody was interested and every- taken at various times during the 
body talked about the “House Elec- three weeks, for the arrangement of 
trical’”” to everybody else. Every- the rooms was changed occasionally 


body was warmly greeted and felt it. to renew the interest of us all. Every 
Every courtesy was extended to our practical appliance that consumes 
guests and it was appreciated. We electric current was shown under 
took advantage of every 

opportunity to arousea <= 


genuine personal interest. LeValley, McLeod & Co. 


Ww hen a mother same in ~~ WILL DUPLICA(E THE BEAUTIFUL FIXTURES IN THE... 


with a child we took the | BATH ROOM of the HOUSE ELECTRIC 
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gate. 

One lady said: “Mr 
Wager, why does your 
company do this? It must 
cost you a great deal of 
money, how can you afford 
to do it?” and before I 
could answer she turned 
to a friend and _ said: 
‘“‘Have you’ seen that 
heating pad in the bed- 
room? I have absolutely 
got to have one and so 
should you. It is much 
better than a hot water 
bag that nobody ought to 
be without one.” I told 
her that she had answered 
her own question and 
why. 

The closing days of the 


THE pictures BRING THAT MIN OF YOURS |W... JACOBUS 


gece TO TRE “HOUSE ELECTRIC (Cut Glass] 


Pm tthe vt Peps ot he Una Day be Bet Baling wh ssl a 
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Chests of Silver 
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W. D. JACOBUS 
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natural conditions and every effort 
was used to avoid appearance of 
“overdoing it”. It was a modest, 
livable homelike apartment and _ it 
did its work well. An energetic cam- 
paign for house wiring will follow and 
we are confident that the newly 
awakened interest in electric service 
will produce many new contracts 
formerly unattainable, for over 500 
new prospects were enrolled during 
the course of the “House  Elec- 
trical.” 


A $100,000 Vehicle Campaign 


The Edison Electric Illuminating Company of 


Boston Makes Announcement at a Dinner 


The Edison Electric Illuminating 
Company of Boston has announced 
the inauguration of a $100,000 cam- 
paign to promote the use of electric 
vehicles throughout the city of Boston 
and its suburban territory served by 
that company. This announcement 
was made at a dinner given at the 
Thorndike Hotel in Boston on March 
8rd, members of the electrical trade 
press and the officers and representa- 
tives of the leading electric vehicle 
manufacturers being the guests. 

President Edgar of the Edison 
Company, Mr. W. H. Blood of Stone 
& Webster, Prof. Jackson of the Mas- 
sachusetts Institute of Technology, 
Mr. Louis Ferguson of the Common- 
wealth Edison Company of Chicago 
and Mr. Dyer of the Edison Storage 
Battery Company spoke. 

Mr. E. S. Mansfield, who has done 
considerable advance work on the 
electric vehicle campaign in Boston, 
stated the position the Edison Electric 
Illuminating Company has taken in 
the inauguration of this big electric 
vehicle campaign development as fol- 
lows: 

“The Edison Company so firmly 
believes in the future of the electric 
commercial and pleasure vehicle that 
it has now entered upon an education 
campaign for the development of the 
sales and the exploitation of the field 
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of electric automobiles throughout the 
entire 550 miles of its territory. The 
company is prepared to spend a lib- 
eral amount of money, energy and 
time for the carrying out of this work, 
and expects the co-operation of manu- 
facturers and agents in making the 
electric vehicle a success. A vigorous 
advertising campaign is to be entered 
into, and the electric vehicle has been 
given its personal endorsement in the 
strongest manner. A number of elec- 
tric trucks and runabouts have been 
ordered, and a large number more will 
be installed to replace the gasoline and 
horse-drawn vehicles now in operation 
in its business. 

“A business representative is to be 
appointed who will show the merchants 
and manufacturers in our territory 
the use and advantages of electric 
vehicles as a mode of transportation, 
both for pleasure and business pur- 
poses. 

An inspection staff will also be 
appointed to visit factories and 
manufacturers, and inspect various 
makes of machines which are repre- 
sented in Boston and vicinity, so as 
to be able to give advice to owners 
when necessity may require. The 
company has opened a public garage 
on Atlantic Avenue, under the aus- 
pices of a committee of the Electric 
Vehicle Association of America, in 
which it will care for electric vehicles 
in the most up-to-date manner, charg- 
ing a flat rate to cover garage and 
charging costs. 

‘A publicity bureau will also be main- 
tained whose business it will be to see 
that the public is kept in touch with 
information regarding the advance- 
ment of the electric vehicle, and other 
items of interest in connection with it. 
It is quite probable that public lec- 
tures, illustrated by various methods, 
will be given throughout Boston and 
the Edison Company’s territory. In 
planning this campaign the Edison 
Company expects and asks for the co- 
operation of all the allied interests, 
for it is trying to increase the vehicle 
industry in an unbiased manner and 
for the good of all.” 



































The Ethics of a Franchise* 





By Arthur S. Huey, Vice-President, H. M. Byllesby & Company, Chicago 


Do you believe the public has rights 
that you are ethically as much bound 
to regard as you are to fulfill your 
obligations to your company? As 
managers, assistant managers, super- 
intendents and heads of departments, 
your self-questioning should be search- 
ing. 
pa Obviously we are a commercial in- 
stitution. We are not organized for 
the propagation of religion, of political 














Arthur H. Huey 


doctrines or the relief of those dis- 
tressed. Equally obvious is it that 
I do not, addressing you as members 
of a commercial organization, advo- 
cate that which would be to our finan- 
cial detriment. 

When I urge upon each one of you 
to look upon your franchise as a 
trusteeship to be administered in the 
interests, not only of your company, 
but of the people, I view the matter 
from a business standpoint and speak 
as a business man. 

The interests of the people and of 
utility corporations are interwoven. 
The city needs the utility; the utility 
is non-existent without the city. The 
prosperity of a city demands a whole- 


some growth; the opportunity for 


*Extracts from an Address before the recent Byllesby 
Company Convention. 


utility earnings likewise requires this 
growth. Good service and fair rates 
promote the welfare of the public. 
Use of the service offered determines 
the welfare of the company. 

Every active utility organization is 
composed of two factors—plant and 
franchise. All utilities such as we 
operate must have access to, and ease- 
ment over streets and alleys. The 
streets and alleys belong to the public. 
The public properly has the right to 
say how and for what purpose thor- 
oughfares shall be used. The public, 
vou will perceive, contributes one of 
the two essentials to an operating 
utility, namely, the franchise. The 
company provides the plant. 

It follows that the company and the 
public are partners in the enterprise. 
On the one hand we who invest the 
capital, the time and the energy, ex- 
pect compensation measured in dollars 
and cents. On the other hand the 
public expects good and adequate 
service at fair rates. It has just as 
much right to expect these things as 
we have to anticipate proper financial 
reward. 

In the operation and extension of 
our properties there is rendered dis- 
tinct and important social value. By 
the mere act of placing transportation, 
electric, gas or telephone service at 
the command of the citizens, we in- 
crease the financial worth of every 
individual business undertaking and 
every piece of property. No munici- 
pality in this country can succeed to- 
day in competition with other munici- 
palities without these necessities. 
They are indispensable to municipal 
life. 

As all dwellers in a city contribute 
to the social value; so do all business 
undertakings and commercial endeav- 
ors. It is doubtful if any other com- 
mercial institution does as much, or 
nearly as much as the utility. 

In other words, so long as a privately 
owned public service organization is 
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conducted in a progressive manner, it 
returns dividends of substantial char- 
acter to that part of the equity holders 
represented by the public, and these 
dividends accrue from the moment the 
plant is placed under construction. 

Liberal financial return to those who 
risk their money in the undertaking 
should not be denied, and I believe 
will not be denied. 

The operation of a utility is a retail 
business. You serve large numbers 
of people and you carry an account 
for each customer. You come into 
commercial contact with most. of the 
people of your city, not occasionally, 
but once a month and every month in 
the year. 

All customers cannot be entirely 
pleased all the time. There are other 
citizens besides your customers to be 
taken into consideration. There are 
always a few individuals with ulterior 
motives. The business has its own 
chain of inherent difficulties. You 
cannot anticipate a continual path of 
roses. 

But, if you start with the principle 
I have given you—that you hold a 
public trust—you will find it of ines- 
timable benefit in making a success 
of your work. You will find your la- 
bors lightened and your projects, stim- 
ulated in a manner that will astonish 
you. 

It may be worth while to list spe- 
cifically what we believe to be the 
principal obligations of both parties to 
a franchise. 

The obligations of a utility com- 
pany include the following: 

First: Rendering of good, adequate 
and continuous service. 

Second: Fair and reasonable rate 
schedules. 

Third: No discrimination among 
customers of the same class, or be- 
tween classes of customers for like 
service. 

Fourth: Extension of service into 
all populated sections of the munici- 
pality and suburbs. 

Fifth: Earnest endeavor to market 
the greatest possible volume of service. 

Sixth: Adoption of approved in- 


ELECTRICITY 


April, 191} 


ventions and developments in machin- 
ery and apparatus. 

Seventh: Sound financial manage- 
ment. 

Eighth: A high standard of physical 
maintenance. 

Ninth: Public spirited attitude in 
all matters concerning the general 
welfare and advancement of the com- 
munity. 

Tenth: Broad and liberal business 
administration. 

Eleventh: Keeping faith with the 
people in all agreements, promises 
and announcements. 

Twelfth: Strict obedience to law, 
and no participation in politics. 

So much for our duties and respon- 
sibilities as we comprehend them. 
Granted that the utility corporation 
lives up to this code, what is due from 
the public? 

First: The same degree of confidence, 
encouragement and respect that one 
business man accords to another; that 
any citizen expects from his neighbor. 

Second: Willingness to permit a 
fair profit on the capital, energy, abil- 
ity and risks embodied in the under- 
taking, to permit a profit greater than 
mere interest, which could be obtained 
without effort or hazard. 

Third: Disregard of attacks by pop- 
ularity seeking agitators. 

Fourth: Willingness to recognize 
and reward improvements in service. 

Fifth: Recognition of the fact that 
the operation of utilities differs fun- 
damentally from merchandising or 
manufacturing. 

Sixth: Reasonableness in demand- 
ing large eapital outlays for improve- 
ments not strictly necessary to the 
rendering of adequate service, such 
as placing wires underground in cities 
of small and medium size. 

Seventh: To make prompt payment 
of bills, because the company cannot 
render the service demanded if its 
only source of income is retarded. 

Eighth: Protection against direct 
competition. All authorities agree 
that public utilities can be conducted 
with greatest benefit to the public as 
controlled monopolies. 
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Ninth: Careful consideration of leg- 
islation, municipal, state and national 
which would hamper and curtail the 
development of utilities. 

Tenth: Recognition of the fact that, 
starting from a given base line, which 
varies in different localities, reduction 
in rates can be secured without finan- 
cial loss only by increasing the volume 
of service sold. 

Eleventh: Recognition of the fact 
that no utility company can well serve 
a municipality if it is not in prosper- 
ous condition, and able to secure the 
investment of new capital on favor- 
able terms. 

Twelfth: Treatment of all questions 
affecting public utilities in a fair- 
minded way, looking upon them as 
business questions without regard to 
political considerations. 

In few lines of endeavor do petty 
practices cost so dearly as they do in 
the operation of public utilities. It 
is suicidal to adopt a policy bounded 
by the straight-laced terms of con- 
tract and franchise, capsheafed by the 
motto, ““We don’t have to.”’ 

The ‘‘we don’t have to” spirit, gen- 
tlemen, has caused unmeasured and 
well-deserved woe to public utility 
corporations. It was one of the mor- 
tal sins of the old-time operator, and 
we of the present day are still doing 
penance for its commission. 

If a man from the outskirts of your 
city comes into the office and asks 
that the electric lines or the gas mains 
be extended to serve him, you should 
not dismiss him with a curt reply. 
You should explain how a company’s 
first duty is to keep itself solvent and 
that doing as he wishes, without first 
altering conditions so as to protect 
the company against loss, would be 
a breach of trust not only to your 
stockholders, but to a great majority 
of the local public. Then try, you 
and he together, to work out a plan 
satisfactory to both. 

While on this phase of the question 
let me urge you to fight as a pestilence, 
any tendency or appearance of a tend- 
ency, to “slip things over” on the 
municipality. This kind of work is a 
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relic of the stone age in public utilities. 

Transact your business above board. 
Frame your policy and your projects, 
honestly and stand pat. So, you will 
increase respect for your occupation in 
the minds of your fellow men. 

It is particularly important that we 
should avoid participation in politics. 
Nothing will more quickly arouse dis- 
sension and antagonism. The utility 
company serves not a political party, 
but the body politic. 

It is certain that if a utility corpora- 
tion is to be operated as a public trust 
the co-operation of the people is essen- 
tial. We cannot be expected to 
achieve a liberal and satisfactory ad- 
ministration if every act of the com- 
pany is regarded with suspicion and 
every move in the interests of better 
service is looked upon as an effort to 
extort money from the public. What- 
ever reason may have existed in the 
past for such an attitude, exists no 
longer in companies progressively man- 
aged. 

If a management is progressive and 
conducts the business as a_ public 
trust, the terms of its franchise mat- 
ter little. On the other hand, if the 
management refuses to recognize the 
equity of the public and declines to 
be liberal and fair, that management 
will go down to merited defeat and 
financial loss, regardless of the most 
liberal franchise ever granted. 


Convention Accommodations 


The Hotel Committee for the com- 
ing National Electric Light Associa- 
tion Convention has sent to every 
member of the association a carefully 
compiled schedule of hotel accommo- 
dations and rates available for mem- 
bers in attendance at the 34th Annual 
Convention, May 29th to June 2nd. 
The general convention headquarters 
will be at the United Engineering So- 
cieties’ Building, 25-29 West 39th St., 
where the business sessions and meet- 
ings will be held, and where the Asso- 
ciation offices are located. Therefore, 
no individual hotel has been designa- 
ted as “headquarters.” 
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The schedule contains a comprehen- 
sive map of the city south of 91st 
Street, by reference to which the loca- 
tion of the various hotels, together 
with transit facilities, subway and 
other stations, and their relation to 


the Engineering Building may be 
readily ascertained. An addressed 


post card accompanies this schedule, 
which is to be used by the delegate 
requesting a reservation. As soon as 
the accommodations have been se- 
cured the member will be notified by 
a “reservation card,” which will give 
the member’s name, address and. ac- 
commodations held for him, which 
card he will present at the hotel desk 
when registering. 

A number of reservations were made 
by delegates in anticipation of the 
sending out of the circular, and those 
desiring information in advance of the 
formal notice may address the Chair- 
man of the Committee, Mr. Frank W. 
Smith, 1170 Broadway, New York 
City. 


Co-Operative Bill-Boards 
in St. Louis 
The Union Electric Light & Power Company and 
the Business Men’s League Boost 
Industrial Power 
Four large illuminated bill-boards 
have just been erected in the industrial 
section of St. Louis, Mo., to call the 
attention of the passing public to the 
remarkable industrial growth which 
that city has experienced of late. 
The sign marked No. 1 has been erect- 
ed at Delmar Boulevard and Taylor 
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: 2 are. 

No. 1 
Avenue and is 33 feet long. No. 2 
stands at the corner of Grand and 
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Manchester Avenues and is 28 feet 
long. No. 3 is at Olive and Beaumont 
Streets and measures nearly 50 feet 
long. No. 4 is 35 feet long and loca- 
ted at Marshall and Finney Avenues. 





No. 2 


This educational campaign is the 
result of the active co-operation be- 
tween the Union Electric Light, Heat 
& Power Company and the Business 
Men’s League but all the expense of 
erecting, maintaining and _ illuminat- 
ing the signs will be borne by the cen- 
tral station. 

In talking of results of their exten- 
sive bill-board advertising, Mr. F. D. 
Beardslee, manager of the Commercial 
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Engineering Department of the Union 
Electric Light & Power Company re- 
cently said: 

“We have been using this medium 
for about five years and find that the 
results are excellent. For instance, 
we painted five of these boards at 
different locations with this ‘jingle’: 
Be quick to kick if bills seem wrong, 
But kick to us and make it strong. 
If we are wrong and you are right, 
To make things right gives us delight. 
This was not advertised through 
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any other medium, and we have had 
hundreds of complaints, verbal and 
otherwise, to the effect that as we have 
invited them to kick they are doing so. 
The result of this advertisement is 


that if a customer has a complaint, 
or feels that he has a complaint, we 
are able to have an opportunity of 


No. 4 
satisfying him before his complaint 
grows to be an exaggerated case. 
“We are using approximately 600 
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lineal feet of bill-board space scattered 
throughout the city on boards from 
25 to 50 feet long and 12 feet high. 
Each board is illuminated at night, 
thereby giving us an advertisement 
for 24 hours each day instead of 10 or 
12 hours when not illuminated, and 
the illuminated boards have an in- 
creased value after dark, owing to the 
fact that they stand out more clearly. 
We have an arrangement in St. Louis 
with the four electric sign and _bill- 
board companies whereby they make 
a price to the user covering current, 
rental of space and maintenance, 
which includes renewal of lamps, clean- 
ing, repainting, turning on and off, 
etc. 

“The industrial boards have caused 
a great deal of favorable comment, 
people saving that the Union Electric 
Company is a benefit to St. Louis and 
is always on the job when it comes to 
boosting the city.” 


Placing the Outlet 


A Little Outline Showing How the Lights Should, Be Arranged in the Home 
By E. B. Rowe 


Until all architects begin to realize 
what good and bad influence may be 
induced by the arrangement of the 
electric lights in a residence, many 
home builders will continue to find 
their illuminating equipment a dis- 
appointment. For the placing of the 
outlet makes for comfort and satisfac- 
tion or not, just as you use care and 
skill in producing the right results. 
As it is, a great many people build 
houses without any more serious study 
of the local problems of illumination, 
than they exercise in the selection of 
their steam radiators. The result is 
a hit or miss assortment of fixtures 
chosen and placed without regard eith- 
er for the color of the walls or the most 
practical arrangement of the furniture. 
As far as concerns the choice of the 
fixture, much depends in every case on 
the character of the house, the style of 
architecture and the interior finish, 
but throughout it all there should be 
the one chief objective, to provide the 


most useful and economical illumina- 
tion. 

Let us first consider the porch light: 
obviously it has several functions to 
perform; to throw some light out on to 
the entrance walk, light the steps evenly 
when in use, give good reading illum- 
ination if the porch is ever to be used 
for that purpose on summer evenings, 
light the entrance properly and render 
the features of any visitor easily dis- 
cernible. 

Vestibules usually do not require 
any lighting fixture, if, as is customary, 
the inside doors are glass paneled. 
The halls, whether lower or upper, 
should have an outlet—usually one 
is sufficient—so placed. as to throw 
light into as many rooms as possible 
on that floor. Sometimes the arrange- 
ment is such that a wall bracket, newel 
post light or outlet on stair landing 
can be used to advantage in addition 
to the center ceiling outlet. 

In the parlor and reception room a 

















166 SELLING ELECTRICITY 


single ceiling outlet is generally suffi- 
cient, both from the standpoint of 
decoration and illumination required. 
However, the ceiling fixture can be 
supplemented or entirely replaced by 
side brackets if the owner favors this 
type of equipment. 

Living room requirements are quite 
severe in that they are so varied. Good 
reading illumination must be provided 
at several points, as in a large family, 
or when visitors are entertained, sev- 
eral activities may be under way sim- 
ultaneously. Usually, therefore, one 
or more ceiling outlets, depending on 
the shape of the room, and several side 
brackets advantageously disposed, will 
meet every possible contingency, par- 
ticularly if supplemented by wall or 
base-board receptacles for table or 
piano lamp, or any of the numerous 
other electrical devices. 

The dining-room is primarily a case 
of local lighting, so-called, and requires 
a central ceiling outlet with dome or 
fixture. This may be supplemented 
by brackets for decoration and gen- 
eral illumination, and for the lighting 
of the serving table, when necessary, 
add a floor receptacle centrally located 
so that the silk extension cord for 
cooking devices may be as convenient 
and unobtrusive as possible. Imagine 
a dainty luncheon table with three 
ugly black cords connected to the 
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art-glass dome for the _percolator, 
chafing dish and toaster! 

And don’t stint in the kitchen; first 
because good light is necessary if food 
is to be properly cooked and served, 
and kept fresh and clean; and second 
because usually it is the servant’s, 
parlor, reception room, library, serv- 
ing and living room combined, and in 
these days of independent and hard- 
to-keep household servants it behooves 
us to make things as comfortable and 
agreeable for them as possible. In 
the small kitchenette of the New York 
apartment a single ceiling outlet or, if 
properly located, a wall bracket will 
provide for sufficient illumination. 
In the roomier kitchen of the suburban 
home, however, a side bracket over 
sink or table or both is usually desir- 
able, in addition to the ceiling unit. 
One ceiling outlet usually suffices for 
pantry, cold storage room, laundry 
and basement store closet. The base- 
ment if large may require a side bracket 
near the furnace in addition to the 
ceiling light for the general illumina- 
tion. 

The sewing room can best be served 
by one or two side brackets, as wall 
receptacles can be wired from the 
same circuits at practically no addition- 
al expense. Bathroom requirements 
can often be met satisfactorily by the 
use of one ceiling outlet, although for 





An “Immersion” Coil 
L. E. STEVENS i 


Commercial Department, The Milwaukee Electric 
Ry. & Lt. Co., Milwaukee, Wis. 
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One of the Baptist churches of the city had considered many propositions 
for heating the immersion tank, but had found all far too expensive to install. 
The cold water was unbearable and always gave their Pastor a touch of rheuma- 
tism, so they were open to any suggestions in the heating line. 

When we of the Electric Company heard of this, we naturally proposed an 
immersion heating coil which was inexpensive both to install and operate. That 
church is now proud of its reputation for giving warm baptismals, and rejoicing 
with its pastor in that he is free of his rheumatism. 
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the proper illumination of the face for 
shaving, two side brackets are really 
necessary, one on either side of mirror, 
at such a height that the lamp is on a 
line with the lower 
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sources of the owner. There cannot 
be too many base-board receptacles for 
the accommodation of the various 
appliances and there are few rooms 





art of the face. 

Probably the most 
varied requirements 
in the whole house 
will be found in the 
bedroom, for at one 
time or another it 
combines the uses of 
nearly all the other 
rooms. If of any size, 
a central ceiling out- 


vided by all means, 
and the best location, 
everything consider- 
ed, is the center of 
the room. Besides 
the general illumina- 





How to Become a Shareholder in the 
GREATEST LIGHT, HEAT AND POWER COMPANY 


The Montreal Light, Heat & Power Co. is good, but there is 
one a million times better. 

Its light is brighter than the sun.—Acts 26: 13. 

Its heat, no waters can quench.—Sol. Song, 8: 6-7. 

Its power cannot be computed by the horse.— Matt. 28; 18. 
Set should be pro- - Poe dividends are great and sure for all shareholders.—1 Cor. 


This will be the theme at AMERICAN PRESBYTERIAN CHAPEL, 
75 Inspector Street, Sunday, February 26th, 1911, at 7 p.m. 

Come and determine whether we prove these statements to 
be true. Three speakers. 


IN THE WORLD 


JOHN CURRIE, Pastor. 








tion from the ceiling 
unit, local lighting may be required at 
the bed, dresser and full-length looking- 
glass if there happens to be one. Out- 
lets should always be provided for the 
dresser, preferably wall receptacles for 
brackets which can be attached direct- 
ly to the dresser and moved about with 
it. A fixed bracket, or receptacle for 
a portable lamp will allow for reading 
in bed, and often is invaluable in case 
of sickness. 

These are the main points to bear 
in mind, for the provision of adequate 
and comfortable illumination. Be- 
yond this point, the installation can 
follow the individual desires and _ re- 


where at least two small side wall fix- 
tures are not a convenience, even 
though there may be a ceiling outlet as 
well. But the chief objective is al- 
ways the same—plenty of light in the 
right place. That is what makes the 
success of the installation. 
Support From the Church 
The Montreal Light, Heat & Power 
Co., has been receiving much publicity 
through the efforts of the American 
Presbyterian Chapel of that city. 
Fifteen thousand cards, printed as in 
the reproduction above, were recently 
distributed by the zealous pastor. 


Beating the Flies To It. 
ROSS B. MATEER, 


Power Expert, Denver Gas & Electric Co., 
Denver, Col., 





A groceryman and butcher had a hand-power meat grinder and complained 
of the time necessary to grind the meat and keep the flies away. SoI suggested 
that he put the meat grinder in the ice box and run a short jack shaft through 
the box, belting his motor and grinder to the jack shaft. We plugged the hole 
in the ice box and around the shaft with felt—thus not destroying the insulation 
of the box, and the result is 90c a month minimum additional revenue to the 
company, and a satisfied consumer who grinds his meat without interference 
from the flies. 
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Two New Flashing Displays 
on Pennsylvania Avenue, 
Washington. 


PURE ICE CREAM 


These two photographs are very clever reproductions The glimpse of the window gives the true life effect, 


Denver’s Bright Spot—Curtis Street. 


Rl 


MAJESTIC 





Menominee and Marinette Methods 


A Story of Commercial Progress, With Examples of Successful Advertising 


By John H. Peterson, Manager, New Business Department Menominee & Marinette Light an: 
Traction Co., Menominee, Mich. 


In the latter part of 1909 a large 
water power development became 
available for service in the cities of 
Menominee, Mich., and Marinette, 
Wis., and the Menominee & Marinette 
Light & ‘Traction Co. decided to 
organize a new business department 
to create a market for the surplus 
power. The company serves a pop- 
ulation of about 28,000 in the two 
cities mentioned; Menominee numbers 
12,000 people and Marinette 16,000. 
The writer was asked to take charge 
of this department, and moved to 
Menominee in September, 1909, re- 


John H. Peterson 

signing a similar position with the 
Gas, Light & Power Co. in Red Wing, 
Minn. 

Knowing full well that good service 
and friendly relations between the 
consumer and company are essential 
before new business can be secured, 
we decided upon a house-to-house can- 
vass among our present consumers, 
which we termed “Good Service Calls.” 
Our solicitors were instructed to make 
inquiries as to whether or not the 
customers were entirely satisfied with 
their present service and treatment. 
All possible complaints were solicited, 


installations inspected, economy re- 
commendations made, and everything 
we could think of was done to show our 
customers that we were interested in 
their electrical welfare. The canvass 
proved to be more of an educational 
campaign than anything else, and as 
can readily be seen created the best of 
comment and publicity for the com- 
pany, among bothconsumers and pros- 
pects. 





FRESH AIR TALK NO. 1 


Fresh Air Figures 


Not long ago, a fresh air supply of 
HOUR per person was considered sufticie lay we 
look upon 800 cu. ft. PER MINUTE or 1800 « ft. per 
hour per person as being the minim ply 

Dr. Billing gives the hourly air supply 
for certain requirements as follows 
Audience Halls .--- 2000 cu. ft. per seat 
Barracks 3600 cu, ft. per person 
Churches setssee sceseeeeeeee 2400 Cu. ft. per person 
Dining Rooms........... 
Hospitals .......4... 


essential. 


necessary 


.. 1500 cn. ft. per person 
deseesssiess - 600 cu. ft. per bed 
Legislative and Assembly Halls 600 cu. ft. per seat 
Office Rooms ... ; : ..1800 cu. ft. per person 
IN aise csiecnancins 2400 cu. ft. per person 
Theatres ........e 2000 cu. ft. per seat 
Work Shops..... . 600 cu. ft. per person 

If you are not getting the supply of fresh air that 
you should have, phone us and we will gladly send our 
ventilating fan man who will be pleased to talk this in 
portant matter uver with you 


1s 
YOUR 
HOUSE 
WIRED? 


THE LIGHT & TRACTION CO. 
New I partment 








Fresh Air Talks 
No. 2. 


FRESH AIR AT ALL TIMES. 





To procure fresh airand keep it in circulation isa 


problem of particular interest to those who are compelled 
to be inside mv f their », and particularly to busi 
ness men who conduct lage siores, ete, where they loole 


for public patronage 

In many of the larger cities this fresh air problem 
has become a matter of business to see that all stores, 
halls, schools, churches, clubs, etc. are properiy venti 
lated 


In the state of Massachussett it is required by law 
that Is ecu ft. of air per hour (or 30 cu. ft. per minute) 
be moved per occupant in every school room. 

What about your fresh air supply” 
given this important subject a thought” 
ested” 


Have you ever 
Are you inter 
If so phene for our Ventilating Fan Man. 


Mone wired) Ohe LIGHT @ TRACTION CO. 


New Business Dept. 
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After completing our ““Good Service 
and Educational Campaign,” and all 
complaints (which, by the way, were 
very few) were adjusted to the satis- 
faction of the consumer, we decided 
that conditions were ripe fora house- 
to-house wiring campaign. The two 


rT 





SARC 


FRESH AIR TALKS NO. 3. 


Are Your Ventilating Conditions 
What They Should Be? 


Modern hygienics require a continuous influx of fresh 


air, in churches, theatres, stores restaurants, offices 
and the homes. 
The sermon is not remembered, the lecture is not 


appreciated, the meal is not enjoyed, and the store is 


not again patronized where the air is stagnant. 





Adequate ventilation is best secured by use of the 
modera ELECTRIC VENTILATING FANS. If you 
are further interested phone us and we will send our 
FANMAN. 


M. & M. LIGHT & TRACTION CO 


New Business Department. 


WIRED? 











FRESH AIR TALKS NO. 4 


PURE FRESH AIR 
HAS MUCH TO DO 
WITH YOUR PRESENT BUSINESS 


Did you ever stop to think of that? Perhaps not—But 
it ts true that the atmosphere of your place of business 
has nrnch' ti do withyyour patronage. Are yon inviting 
patronage by furnishing plenty of good, cleaa, fresh air? 
Stegnant-air is out: of place, ina restaurant, dining 
room, store or saloon. and in factany place where one 
expects public patronage 

Ventilating fans remove Vitiated afr afd keeps the 
atmosphere sweet and cool. 


“AS USEFUL IN WINTER 
AS IN SUMMER” 


When shall we get to-gether and talk this matver over? 


ELECTRICITY 











M. & M. LIGHT & TRACTION CO 
New Business Department. 


cities were divided into districts and 
assigned to solicitors. When _ this 
campaign was completed, we had a 
card, with complete data, for every 
wired, unwired and vacant house in 
the two cities. From these cards we 
know where our best prospects are, 
and it gives us a good system for 
follow-up work. However, we _ be- 
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lieve that all our people are prospects 
until we have the meter installed. 
We took a_ broad-gauge, public- 
spirited attitude, and the tenor of our 
ads, “Is Your House Wired,’’ was 
kept before the people daily in the 
newspapers, street cars, mailing cards, 
bazaars, and public gatherings. 
Our electric sign campaign proved 
quite successful, our method being 
personal solicitation, with good news- 
paper publicity. The newspapers co- 
operated with us in this campaign, and 
ach time a sign was installed, both 
the purchaser and the company were 
given a splendid write-up. In this 





Fresh Air Talks 
No. §. 


FRESH AIR— 
THE STAFF OF LiFE. 


Ventilating fais pay big dividends in health, 
comfort and better work. They do away with head- 
aches and tired feelings. 

We claim that a ventilatihg fan should be used 
in all Hotel Dining Rooms, Cafes, Saloons, Billiard 
and Pool Rooms, Business Offices, Accounting Rooms, 
Manoufacturiog Establishments, Tailoring Shope, 
Newapaper Offices, Book Binderies, Launderies, Dye 
Houses, Machioe Shops, Engiae and Boiler Rooms, 
Tobacco Factories, School Rooms, Theatres, 
Churches, Stores, ete., ete. 

Ventilating fans are mide for all purposes, and 
cost but little to operate. When shall we talk this 
important matter over? 








Hove wires? OFe LIGHT @ TRACTION CO. 


Now Business Dapt. 











section, our towns are known as 
‘““Marinette, the Electric City,” and 
**Menominee, the Water Power Town,” 
and have received much publicity as 
such, ‘ 

We also follow the usual methods of 
exhibitions at fairs and _ bazaars. 
Recently we had what we termed a 
“Miniature Electrical Show” at one 
of our local church bazaars, which 
proved to be the principal attraction 
of the bazaar, as well as the best 
publicity yet given electrical devices, 
locally. The last evening our local 
paper gave us an electrical story, and 
stated that if any one would carry 
down a small rug that it would be 
cleaned free of charge. This kept 


one of our solicitors and the vacuum 
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cleaner busy. Electric appliances, such 
as irons, are sent out on a 30-day trial, 
which we believe is the right way to 
sell appliances. 

One method we use, and we believe 
it to be a good one, is to co-operate with 
manufacturers and distributors of 
reliable electric appliances, such as 
washing machines, sewing machines 
motors, water heaters, vacuum cleaners, 
air purifiers, etc. Our method is to 
furnish the manufacturers with a list 
of our consumers and they in turn 
circularize them, with letters and 
pamphlets, and all inquiries received 
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splendid shipping facilities and good 
factory sites. 

One of the most successful pieces 
of advertising we have done was a 
series of “Fresh Air Talks,’’ which 
are reproduced with this article. We 
started these talks when there was 
some local newspaper agitation against 
one of our schoolhouses which was 
poorly ventilated. 

This series consisted of five talks, 
run in our newspaper for a period of 
ten days. The result was the placing 
of ventilating fans in one of our large 
hospitals, a dye-house and two moving 

















We do not expect to drive John D. 





Rockefeller out of the oil business 











There is no limit to the num 

ber of lamps you may have in your house, but only the 

number saeaiaieae fer can be aoe at any one time. 

THE LAST ARGUMENT conan KEROSENE 
OIL IS NOW GON 








But we have a mighty good “Electric Light” Proposition that. should appeal to every 
man with a family living in an unwired house. 


investment of the best kind which we ask you to investigate— 


We will light your house Is We will wire your house 
for $1.00 a month Your for a song— 

pry tg he papa se may burn four a Six vg ter Aas and ready to hght with. individual 

Satarena Jou ey tra Sih or HL smth nous (oS Se 


Wired 
+ 





It is NOT a speculation—but an 





desired. All wiring concealed as far as possible and the all work- 
manship guaranteed satisfactory in every respect, to conform 
with the rules of the National Underwri me 6 Ss € s 
ELECTRIC LIGHT MAKES A HOME ONE 
OF HAPPINESS AND CONTENTMENT 

















County Fair Grounds during the Fair 


You are most co vordially invited t 














Phone Our New Business Department | ‘For Further Particulars Phone 42 
Demonstraticr of the new FLAT RATE CONTROLLER and MAZDA LAMPS will be given every atternoon between 2:30 and 5 P M. at the Menominee 
© Visit our ' booth ar and demonstration in the re Main Expos: tie on ee 


Menominee and Marinette Light and Traction Ceeciinia :: Menominee, Michigan 


NEW BUSINESS DEPARTMENT 




















The kind of ‘‘copy” 


are referred to us and followed up by 
our solicitors. This is another feature 
of indirect advertising for our product. 
We have recently organized an Em- 
ployees’ Club, including all employees 
of the company, the object being of 
a social and educational feature, but 
incidentally to make all members, 
solicitors or salesmen, alert for new 
business and report it to our depart- 
ment. We are also working in con- 
nection with our Chamber of Com- 
merce and Commercial Club, endeavor- 
ing to interest outside capital to 


locate here, as we have cheap power, 





that has brought good business to Menominee 


picture shows, and the unearthing of 
several prospects. Had we _ started 
this campaign a little earlier, we no 
doubt would have accomplished even 
better results. 

Our work has been productive. In 
the past year we have developed a 
very gratifying electric sign load, and 
there are about fifty signs in circuit 
today in the two cities, whereas there 
was ‘searcely a sign burning in either 
city before the organization of our 
sales department. 

A slogan sign has recently been in- 
stalled in Marinette reading, ““A Home 
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for You,” with “Marinette, the Queen faced sign, and is so installed between 
City,” in the centre. This movement _ the two railway stations that it can be 
was developed by the local Chamber — read by the passengers of all incoming 
of Commerce, though we were behindit, and outgoing trains. 

of course, and furnished the design and A movement is on foot to install a 





The Slogan Sign recently erected in Marinette, Wis 


other necessary information. The similar sign in Menominee, though 
fund was raised by popular subscrip- it has not taken definite shape 
tion among our citizens, our company as _ yet. 

agreeing to furnish the current for The proposed reading for this sign 
illuminating the sign. Thisisadouble- is “Cheap Electric Power.” 


se DO EEARABEA S85 


Electric Heat for Curing 


Tobacco 


J. C. PYLE 
District Agent, Wilmington & Philadelphia Traction Co., Wilmington, Del. 
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During a casual meeting on a trolley car, the manager of a branch factory 
of one of the large cigar syndicates incidentally told me of his troubles in heating 
a tobacco curing room on holidays, from Saturday noon until Monday morning, 
and during the summer when the steam heat in his building is shut down. I 
suggested trying an electric heater. The idea appealed to him and the trial 
was made. 

He is now fixed with a 1100 watt 3-heat Simplex device, and the results are 
highly satisfactory to him. The current is billed on his motor meter at sc, and 
the annual consumption will be about 1570 kilo- ~ 
watts, annual revenue $80.45, and revenue per kilo- 
watt of capacity connected $73.20. This device is 
not used on the maximum station peak at any 
time. 


This curing process accomplishes in 15 days 
what the ordinary method attains in one year. 
There are quite a few other establishments here 
where I will try out the same proposition, and as 
this manager is very enthusiastic over the matter, I 
have good reason to expect to do business with each 
of them. The use of a source of heat whereby an 
open flame would burn in the tobacco room during 
hours when there was no one in the building was 
considered too risky for fear of fire. 
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‘*The Reason For Rules’”’ 


Extracts From a Recent Central Station 
Publication 


The New York and Queens Electric 
Light and Power Company of Long 
Island City, New York, has recently 
issued ‘A Little Book of Information,” 
which discusses the rather difficult 
subjects of rates and regulations in a 
particularly frank and lucid manner. 
The booklet was designed for cir- 
culation among contractors, builders, 
architects and real estate men, and 
to be put into the hands of all pros- 
pective customers who are building 
homes or business structures. 

The contents consist of a very 
interesting summary of rates in which 
the varying terms of the company’s 
different forms of contract are briefly 
outlined in parallel columns so that 
the consumer can readily see the basis 
on which the various rates for service 
are computed. Then the “General 
Rules and Regulations Applicable to 
All Contracts” are printed in full, and 
both these sections are preceded by 
short talks in “‘customer’s English,” 
respectively headed “Service and 
Rates” and “The Reason for Rules.’ 

Under “Service and Rates,”’ and fol- 
lowing a general outline of what the 
word “Service” really means, appears 
this short but comprehensive exposi- 
tion of the reason why such a schedule 
of rates should be necessary: 

“To provide such a service the cen- 
tral station must maintain costly 
power houses, sub-stations and trans- 
mission lines; must carry its product 
to your door, to your hand, and stand 
ready awaiting your instant call. 
That is what electric service means. 
The price of such service is figured on 
the quantity of electric current con- 
sumed, but the rate is computed on 
the broader basis of actual service 
rendered, actual work done for the 
consumer. Therefore, a variety of 
rates is offered to extend the most 
favorable terms possible under the 
widely different conditions of service 
encountered.” 

The four pages following sum- 
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marize the Rate Schedule of New 
York and Queens Electric Light and 
Power Company. The underlying ob- 
jective is to provide each consumer 
with satisfying electric service eco- 
nomically adapted to his needs. 

“The Reason for Rules” is well 
worth a little study. It reads as 
follows: 

‘Every electrical installation, be it 
for light, power or vehicle charging, is 
governed by the regulations of the 
state, the city and the board of fire 
underwriters. All these rulings and 
our own have a common intent—to 
insure absolute safety and a satisfying 
and dependable service to every con- 
sumer. It demands on our part the 
most skillful engineering and _inflex- 
ible observance of our obligation to the 
public 

“It is a popular misconception that 
the electric light and power company is 
a fountainhead of “‘red tape rules and 
regulations.”” The general laws which 
govern all contracts for electric ser- 
vice from New York and Queens Elec- 
tric Light and Power Company appear 
on the following pages and are exceed- 
ingly plain and simple. They estab- 
lish the position of the company on all 
important details and obviate the 
possibility of any misunderstanding 
or unpleasantness in its relations with 
its customers. 

“The exact conditions under which 
electric current is purchased and used 
are not as clearly understood by the 
general public, as are its dealings with 
the grocer or the coal dealer. This 
is largely because electricity in itself 
is looked upon by so many as a baf- 
fling mystery. In its every-day ap- 
plications this is not so, and it is the 
desire of the company to have every 
consumer thoroughly interested and 
informed. 

“These general rules are important 
to every man and woman who uses 
current and they are published in this 
convenient form that they may be re- 
tained by the consumer for reference. 
A representative of the company will 
call with pleasure to explain any fur- 
ther details which may not be clear.” 








Curb Lighting on a Residence Street 


Interesting Developments in the Lighting of Albert Lea, Minn. 


By Ludwig Kemper, Manager, Albert Lea Light & Power Co., Albert Lea, Minn. 


On the seventeenth of last November 
we turned on for the first time a series 
of 77 one-light curb posts on one of our 
principal residence streets. This to 
our knowledge is the first installa- 
tion of the kind on a residence street 
in this part of the country. 

In the Jan. 1910 issue of Selling 
Electricity a short article appeared 
telling the story of how the first con- 
tract for curb lighting was secured in 
Albert Lea. This was in the business 
district, and the system now consists 
of 52 posts, each mounting three 
Mazda lamps. The extension this 
year into the residence district, using 
one-light posts, spaced about 35 feet 


mination for all purposes, the lamps 
being enclosed in 14-inch opalescent 
globes burning tip up. Both instal- 
lations were bought and paid for by 
our company, but the municipality has 
contracted for the electricity for a 
period of ten years. 

Another recent development in 
Albert Lea is the installation of a 30- 
letter Mason Monogram sign, which 
is owned and operated by a separate 
company and is largely supported by 
the advertisements from local mer- 
chants. The stockholders of the com- 
pany are local men not connected with 
the central station, but the writer is 
president. The lighting company uses 





The New Residence Street Installation in Albert Lea 


apart, was the result of the satisfaction 
given by the first installation, and the 
City Council has the backing of the 
business men and general publicin this 
as well as other work they were doing 
to promote the better appearance of our 
City. Our company has always been 
active in promoting the prosperity of 
the town, and consequently pleasant 
relations exist between us and the 
municipal officers and the _ general 
public, which materially helped to 
get this extension. 

The new installation consists of 77 
one-light (60-watt) posts, and lines 
Main street on both sides. This is a 
residence street, 99 feet wide, and 
connects two depots. The posts are set 
eight to a block, about eighty-five 
feet apart, and give sufficient illu- 


a liberal amount of space, and where 
it does not materially benefit in 
dollars and cents, it gets the general 
benefit of the advertising, the electric 
display, and the closer connections 
with some of its customers, on account 
of the latter being interested in an 
electrical enterprise. It is a two-line 
sign, operated from dusk until mid- 
night, and is located at the foot of 
Broadway, our main business thorough- 
fare, where everybody coming down- 
town has to see it. The charge 
to advertisers is $5.00 per month per 
two-line flash on an annual contract, 
and the sign has now been in suc- 
cessful operation for about three 
months. This is, of course, a little 
soon to be able to give an opinion as 
to the permanent financial results of 
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the enterprise, but so far we are well 
pleased. We have the liberal support 
of local business houses, but have not 
succeeded thus far in _ interesting 
national advertisers. 

As far as our general new business 
methods are concerned, they are 
rather conservative and not of the 
intensive kind. We maintain a down- 
town office, two electric signs, one of 
which advertises our gas business, and 
our commercial staff consists of our 
-ashier, one combination clerk and col- 
lector, and one combination clerk and 
meter reader, besides myself. 

We arrange our work, so that at 
least some time every day is spent by 
one of us in soliciting new business, 
the amount of time and class of busi- 
ness pushed depending on the season 
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the fact that the ice crop never fails 
in Minnesota), all to show that we 
are stillon the map. The ice-machine 
sales were secured through co-operation 
with the manufacturers of the ma- 
chines at a time when dissatisfaction 
was prevalent on account of a raise 
in the price of ice and unwillingness 
on the part of the ice dealers to make 
contracts for the coming season. 
Four machines have recently been 
sold and we are negotiating the sales 
of two more. 

Every employee of the company is 
on the lookout for new business all 
the time, and an active part is taken 
by the writer in all work carried on, 
either by the council, commercial 
club or other organizations, to further 
the interests of the city. This not 





Albert Lea at Night. The Talking Sign Appears at the Far End of the Street 


of the year. For instance, in the 
spring we will start out with a hard 
drive at gas ranges and then follow it 
up a little slower during the summer. 
Then again we will go after flatirons, 
or heating devices. The power bus- 
iness has been mostly handled by the 
writer personally. We also use 
newspaper advertising, a small amount 
of direct mail advertising, inserts 
with the bills and slides in moving 
picture shows. 

Our town is located in an agricul- 
tural district, with but little manu- 
facturing industries, but in spite of 
this we have been able to develop 
considerable industrial business. We 
have recently made a contract for 
furnishing electric power to a 350- 
barrel flour mill, and sold last week 
four ice-machines (notwithstanding 


only improves the standing of the 
company in the community, but also 
keeps us in touch with new business, 
that can be brought into town. 





Organization of N.E. L. A. Section 
at Pittsburg 

A banquet to the employees of the 
Allegheny County Light Company 
was given by the officers of the Com- 
pany at the Hotel Duquesne, Pittsburg, 
at 6.30 P.M., Tuesday, February 28th. 

The total number of employees of 
this company is 615, and 150 of the 
employees accepted the invitation. 

A section of the National Electric 
Light Association was formed, to be 
known as the County Light Section, 
and approximately 150 of the employ- 
ees joined the section. Prior to this 
time about 35 of the employees were 
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already Class B members, and there- 
fore the section started with 185. 

Mr. H. H. Scott, chairman of the 
Membership Committee of the N. E. 
L. A., gavea history of the organization, 
told of its growth and the objects for 
which the Association was striving. 
Mr. A. R. Granger, of Chester, Pa., 
President of the Pennsylvania Elec- 
trical Association, followed Mr. Scott, 
and told of the work the Company 
Sections were doing, particularly the 
Philadelphia Section, and also dwelt 
on the work of the Pennsylvania 
Association. 


National Electric Light Association 
Commercial Section N. E. L. A. 
Membership Campaign 

A sterling silver loving cup, ten 
inches in height, has been donated by 
Mr. J. Robert Crouse for presentation 
to the individual who shall succeed in 
securing the greatest number of new 
members for the Commercial Section 
of the National Electric Light As- 
sociation before May 15th, 1911. 
Mr. Crouse is chairman of the Mem- 
bership Committee, and its other 
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members are Messrs. Edw. E. Bailey, 
Charles D. Burleigh, Duncan Camp- 
bell, W. R. Collier, I. W. Dixon, L. D. 
Gibbs, L. D. Mathes, Napoleon H. 
Boynton and J. C. McQuiston. 

Large posters, embellished with a 
full-sized reproduction of the cup, and 
giving the conditions of the contest 
have been sent to the principal central 
stations and electrical manufacturers 
of the country, and the committees 
hope that these posters will stimulate 
immediate interest in membership 
among the employees who will read 
them. 

About two hundred men_ have 
already been enrolled in the contest 
and any one may enter by registering 
with Mr. Crouse and asking for am- 
munition. 

Application blanks will be furnished, 
conveniently padded in lots of ten. 
The large number of contestants—as 
many as eight persons from one of 
the larger Central Stations—has in- 
troduced another element of chance 
by which the smaller central station 
or manufacturer may carry off the 
cup. 


A Home-Made Brooder 


C. A. SUNDERLIN 
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Manager Commercial Department, The Colorado Springs Light & Power Co., 
Colorado Springs, Col. 


I am somewhat of a chicken fancier and some time ago I hada small brood 


of chicks that were motherless. 
brooder on short notice, 


It being necessary to plan some kind of a 
naturally my thoughts turned to things electrical, 


and after some experiments, it was found quite feasible to operate one with 4-cp. 


amps. 


The trick was turned by placing the chicks in a wooden box, and tacking a 
piece of black cloth on the inside so as to form a sort of partition, the lamps being 


placed on one side, and the chicks on the other. 


The cloth served as a shield 


from the light and the chicks were kept very comfortable. 
I have since mentioned this to one or two consumers who have tried it with 


success, and incidentally a little more kws. have been sold. 


While it might not 


prove attractive to the consumer as a permanent arrangement, it is excellent 
n cases where heat is needed for a short time, and is easily arranged. 
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A Gould High Capacity Battery 


ran this 5-year old truck 


267 Days Without Cleaning or Repairs 


and on March Ist, 1911, the plates were evidently good for many months more service. 

This is the kind of service that vehicle owners are sure of with Improved GOULD 
Batteries. “Che Gould Company is the only battery manufacturer who has perfected sev- 
eral different types of battery plates—each with distinctly different economy characteris- 
tics—enabling us to furnish a battery for each type and size of pleasure and commercial 
vehicle that is exactly suited to the service to be performed. 

We are prepared to lay before electric vehicle owners the most substantial and con- 
vincing proofs of the high economy of GOULD Batteries under all conditions. 


CGulds Storage Battery Cu, 


General Offices: 341 Fifth Ave., New York City. WORKS, Depew, N. Y. 
Boston: 89 State St. Chicago: The Rookery San Francisco: 605 Atlas Bidg. 
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Horse or Battery—Ask the Dollars! 
Where the Decision Belongs in Comparing the Two Systems of Delivery 
Electric or Horse Drawn Vehicles ? 
By Earl E. Whitehorne 


In this day of system and close figur- 
ing, it is a curious thing that the aver- 
age merchant should know so little 
about the real cost of his delivery 
service. He knows that his horse feed 
and bedding run about so much per 
month and his shoeing and his repairs 
to wagons and harness. He sets a 
limit as the highest price he will pay 
for horses and maintains a scale of 
wages for drivers and helpers, but in 
the majority of cases there is absolutely 


-- _ —— 


WANDEL BROTHERS 


in the margin of profit on the goods 
sold? Right there is the entirely un- 
necessary obstacle that is standing 
today between thousands of merchants 
and the opportunity to materially in- 
crease their earnings through the use 
of electric vehicles for delivery. They 
do not believe they are wasting money, 
they cannot be convinced that “‘elec- 
trics’’ would effect-an economy, simply 
because they are ignorant of true costs 
under present conditions and cannot 





One of the Handsomest Electric Delivery Types. A Landsen Car 


no data to show just what constitutes 
the annual cost of the delivery service, 
the daily cost, the cost per mile and the 
proper depreciation which should be 
charged against horses, wagons and 
miscellaneous equipment. 

But how can a man choose between 
horse-drawn or electric vehicles unless 
he can base his judgment on something 
more tangible than prejudice, pro or 
con? Is not money saved in delivery 
methods as spendable as money earned 


see how the greater basic investment 
could be justified. 

We only have one medium for cal- 
culation in this world, and that is 
money. How much is it worth? 
How much does it cost? The only 
reason why any man should use elec- 
tric vehicles rather than horse equip- 
ment for either light delivery or heavy 
trucking service is the reason of proven 
economy. If he can operate his horse- 
drawn vehicles at less expense, all 
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things considered, he were a fool to 
abandon them for motor wagons. 
But if he can demonstrate that with 
electrics it will cost him less, figuring 
in the investment, maintenance, labor, 
risk, depreciation, increased capacity 
and the advertising value of quicker 
service and greater apparent prosper- 
ity, why should he deny himself that 
benefit? The common goal is dollars 
in the pocket, and there is no virtue in 
winning them with one hand and 
wasting them with the other. 

In the light of the constantly in- 
creasing number of electrics seen on 
the streets, no man can feel free from 
self-reproach until he has satisfied 
himself with an honest comparison 
based on his own experience. The 
manufacturers of electric vehicles can 
present ample proof and demonstrate 
what electrics can do. Satisfy vour- 
self, therefore, as to what your present 
establishment is costing in every de- 
tail. Include: 


1. Investment in stock, quarters 
and equipment for horses, wagons, 
harness and attendants. 


2. A fair and honest rate of depre- 


ciation on horses, wagons, harness and 
quarters. 


3. Maintenance and repairs on 
athOoo. 





This Electric has Won on Its Merits. 
(A Baker Vehicle.) 








Dollars and Cents Displaced the Horse 
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wagons. harness, miscellaneous equip- 
ment and quarters. 

4. Labor in drivers and stable men. 

5. Feeding, bedding, shoeing and 
care of horses. 

6. Insurance on quarters and equip- 
ment. 
Pro 


rata cost of 


~) 


supervision 


and “overhead.” 





This Truck after Ten Years of Continuous Work took 
Part in the Recent Endurance Run General Vehicle 
Company make 


8. Risk of runaway and accident 
because of the ever-present danger of 
the unexpected where horses are in- 
volved. This means lost time, un- 
usual repair costs, and veterinary bills. 

And remember, the electric vehicle 
travels 100 per cent faster than horses 
and occupies 75 per cent less space 
than horse equipment, 
which means better ser- 
vice, better “‘advertis- 
ing’ effect, and more 
room for productive 
purposes. Moreover, in 
the last eight years the 
price of work horses has 
increased one-half, 
drivers’ wages have 
risen one-third and feed 
costs 20 cents more, 
while service demands 
are steadily increasing 
because the public in- 
sists on quicker and 
more frequent  deliv- 
eries. 

And the life of the 
electric? It’s hard to 
say because many of 
the first practical ma- 





The first 


brewing 


ehines are still in service. 
electric truck used in 

industry is owned by the Central 
Brewing Company of New York, 
and has been in continuous service for 
ten years. Reports of annual mileage 
records of over 6000 miles are common. 


the 


Grade and Mileage —The Two 
Bug-a-Boos 


The Real Requirements for Hill Climbing and 
Distance are No Hardship to the Electric 


There are two large bug-a-boos that 
stand afar off behind the electric ve- 
hicle, making faces at the public. 
And the name of one is “Grade.” 
And the name of the other is Mileage.” 


A Loaded 34, ton ruck on a to’, Grade aera 
(A General Vehicle Car.) 

And when the people see the bug-a- 
hoo called “Grade,” they say, ““We 
couldn't use electrics here on account 
of the grades. It’s a fine system 
the best there is—but the hills in this 
town are too steep.” 

This picture is the reproduction of 
a photograph taken on Taylor St., 
Boston, a pretty fair example of what 
a loaded 3 1-2 ton electric truck will 
do as a hill climber, for it shows a 
grade of about 16 degrees. In order 
to make a comparison with some 
familiar hill. it might be well to explain 
the accepted system of grade rating, 
as illustrated by the following dia- 
grams. 

A 1 per cent grade is a grade wherein 
there is a rise of 1 foot in every 100 
feet of distance traveled. The general 
effect is shown in the diagram, Fig. 1. 
A vehicle traveling up a 10 per cent 
grade would appear to be climbing 


as in Fig. 2. A 100 per cent grade, 
therefore means that the vehicle must 
rise 100 feet for every 100 feet covered 
in the horizontal plane. So a 15 per 


cent grade or a 25 per cent grade is 
not so serious a problem as it would 
sound, 

But the best answer as to the hill 


— 
Fig. 1 


Showing what Grade Rating nena 5 to % 
degrees 

climbing qualities of the electric comes 
from the man who runs one. Stop 
the first car you see and ask the man; 
and bear in mind that the effect of 
grade is far more acute with the horse 
for the overload capacity is nil and the 
speed on hills is cut to a slow walk. 

And that bug-a-boo called “Mileage” 

Ask yourself this question: How 
many miles do your horse-drawn vehi- 
cles cover? Do vou know? 

The longest day's work that you can 
figure in reason for a pleasure car is 
not over fifty or sixty miles, for the 
small electric does not pretend to be a 
touring car. It takes the place of the 
family carriage for running about town 
it serves the physician, the architect, 
or the city salesman in his day’s work 
and its capacity of fully one hundred 
miles is ample and to spare. Figure 
up a day’s activity for such service in 
vour own city! 





Fig. 2. Showing Car on 10°, Grade 


As for the larger vehicle in delivery 
service. a well-known New York safe 
deposit company operating two 1-ton 
wagons and two 3-ton vans reports an 
average of 16 to 40 miles daily Sor the 
wagons and from 18 to 24 miles for the 
vans. Seven horses and four wagons 
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have been displaced. A Washington, 
D. C., manufacturer reports for 15 
electric delivery wagons an average of 
4) miles per car daily. 

In Kansas City, far famed for its 
hills, a furniture dealer is operating a 
2-ton electric van which displaces 
eight horses. averages 38 miles a day 
and has cut delivery costs one third. 
A New York dressed-meat concern 
uses nine electrics which average 35 to 
38 miles a dav between New York 
and Yonkers on heavy grades. A 
Rock Island department store is cover- 
ing local deliveries and serving cus- 





\ Lansden Industrial Truck. Carries 3 tons. Speed 
4 miles per hour 


tomers in Davenport and Moline 
with one 1000-pound electric. It aver- 
ages 40 miles a day, with 135 stops 
and has displaced three horse-drawn 
vehicles. The owners report an econ- 
omy of over 40 per cent. 

The Adams Express Company in 
Brooklyn is now operating 42 electric 
vehicles and has abandoned the entire 
horse equipment. The manager says, 
“If a horse and wagon makes 18 miles 
a day we feel that we are getting all 
we can expect, and yet in the same time 
and over the same ground our electric 
wagons make 35 miles and more.” 

These are typical instances where in 


Six 


each case the electric has been called 
to operate in competition with the 
horse. Grade and mileage were put 
to test and the successful performance 
of the motor car has proved its prac- 
tical utility. 

The Humanity of the Electric 

Truck—Its Practical Side 


Much can be said of the humanity 
of the motor truck which implies that 
the use of horses for city trucking is 
inhumane. But few men feel in their 
hearts that they are showing any cru- 
elty to their horses and no owner per- 
mits it of his men. The burden and 
stress of sun and storm and icy streets 
is part of the day’s work which horse 
and driver share. 


HOOT 25 HORSE 
AFTER FALLS ON 
ICY PAVEMENTS 


S. P. C. A. Orders Its Agents to 
Arrest Anyone Found Abusing 
Overloaded Animals. 


oe 








All the available inspectors of the Se 
ciety for the Prevention of Cruelty tO 
Animals have been ordered out to-fay to 


Buchner - hon fons name ~ 4 
Think What this Means in Dollars! 

But what does it cost? Will the 
motor vehicle save that money? 

The American Society for the Pre- 
vention of Cruelty to Animals states 
that “during the year 1910 in New 
York City alone our Society destroved 
2481 horses, which for various reasons 
had become disabled past recovery.” 
Their statistics do not show how many 
of these animals were disabled as a 
result of summer heat and snow 
clogged streets in winter, but every 
such day draws a heavy toll, for how 
often do we see such headings in the 
morning paper? Walk the streets in 
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New York or Chicago or St. 
Louis, or any southern city 
when the thermometer is in 
the nineties, with humidity 
dragging at your nerves, 
and count the horses that 
are stalled in the shade and 
the horses that lie in the 
vutter. Watch this traffic 
on a winter’s day, when the 
snow has swooped down 
and found them unprepared. 
Smooth-shod horses are 
down in every block and 





there are many — broken Has This Ever Happened to You? 


legs. 


Every draught horse is so much thing else can be repaired, but a 
invested capital, real property with ruined horse is just a debit entry to 
heavy maintenance costs. Every two- — the Profit and Loss Account. 





Snowstorms do not Mean Expense to the Electric Truck Owner 
General Vehicle Car 


The electric truck does 
not die on the street. Its 
day’s work is not dependent 
on good weather and the 
dog days have no ill effect 
on the miles traveled. When 
the snow fills the street and 
the horse owner is doubling 
up his teams (and his ex- 
pense) in order to keep mov- 
ing, the man with the elec 
tric is not bothering his head 
about it. His equipment is 
proof against the unexpect- 
ed—the sickness, accidents 
and weaknesses of horse 
flesh. He has a mechanical 
problem where his costs and 


horse truck represents so many hun- _ his profits are in his own keeping. 
dred dollars which must pay dividends The humanity of the electric truck 


and daily expenses for feed, 
stabling, shoeing, the up- 
keep on horses, harness and 
trucks, and the wages of 
stable hands and driver. The 
day’s work is limited to eight 
or ten hours, and every 
hour’s delay on an icy street 
takes just so much of profit 
from the owner’s pocket. If 
the horse goes down in heat 
or cold and stays down, the 
three or four or six hundred 
dollars that it cost are gone, 
for there’s no mending a 
dlead horse. Almost any- But for tl 


tT 





Horse Owner this Robs the Protits 











is but another name for its efficiency 
and its economy. Freedom from acci- 
dent and trouble is freedom from 
waste and loss. The convenience and 
reliability of the electric proves its 
safety as a practical investment. 


The Car of the Family 


What the Small Electric Means to 
the Household 


Lovers of carriage horses are the 
first to appréciate their limitations. 
The family horse and phaeton is not 
adapted for hundred mile runs into 
the country. The brougham and pair 
are not called upon for service between 
the office and the summer home 15 
miles away. 

Just so, the electric runabout, vic- 
toria, landau or brougham is quite as 





You don’t Tie the Electric and it Starts without ‘Cranking 


unsuited in turn, for it is not a touring 
car in any sense of the word. It is 
designed to give more comfort and 
convenience as a substitute for that 
same family horse in running about 
town, shopping, calling, meeting trains 
and driving in the park. It does all 
that the horse will do and more, with 
all the care and burden of maintaiming 
a stable eliminated. 

The little electric is the ideal vehi- 
cle for the household. {t is clean, 
simple to operate and control and al- 
ways ready. Its owner is free to come 
and go without thought of coachman 
or chauffeur. A little garage, scarcely 
bigger than the car itself in the corner 
of the vard, is all that is required to 


ight 


house it, and is far less expensive to 
build, to insure and to maintain than 
a stable. 

The machine may be put “on 
charge” at night and stand ready for 
instant use whenever the family may 
require it. Its simplicity gives a wo- 
man absolute independence, for the 
electric is sp easy to guide to start 
and to stop that she feels safer and 1s 
safer than behind the gentlest horse. 













lhe Electric Garage Takes Little Room—No Dirt, No Odor 
No Refuse 


It is safer for the children than a pony. 
As an auxiliary to the high power gaso- 
line car the closed electric is invaluable 
for use about town in bad weather, or 
when the chauffeur is off duty. It 
requires but little more room in the 
garage to house the electric beside its 
larger brother, and it means absolute 
independence for the household. In 
the city and suburbs, wherever the 








Putting the Electric “On Charge” won't Soil Kid Gloves. You 
Push in a Plug. 


streets are comfortable for horse and 
light carriage, the small electric is 
pre-eminently the vehicle of comfort, 
convenience and cleanliness. 





The Pleasure Car in Business 


How the Small Electric is Doubling the Capacity of the 
“Outside Man.” 


By W.E. 


The most costly problem confront- 
ing the modern physician, architect, 
real estate man, contractor, city sales- 
man and every other man whose pro- 
ducing power depends on the number 
of calls he can make is transportation. 
The time spent in getting from place 
to place is largely time lost and any 
means of reducing the number of un- 
productive minutes represents an econ- 
omy of no mean importance. The 
small electric vehicle, often miscalled 
the “pleasure car,”’ is proving itself of 
greatest value for such service. 

In every city there are hundreds of 
“outside men” who spend every day 
in going about town jumping on and 
off the street cars and walking where 
none is available, while others have 
recourse to the horse and buggy, mak- 


Snug and Ever Ready in Wet Weather 
Brougham 


A Baker 


ing the rounds week in and week out 

salesmen, collectors, meter readers, in- 
spectors, reporters and contractors. 
“very call costs just so much in good 
hard coin, according to the time it 
requires, and the salesman’s salary 
must be charged against the profits of 
such orders as he secures. Week in 
and week out, he will average just 
about so many calls a day, of which a 
certain proportion will be productive. 
But if, by the use of an electric run- 


about, he can call on thirty, forty or phe Busiest “Speed Car.” 


Bayard 


fifty customers daily, instead of twenty 
or twenty-five as before, he has doub- 
led his earning power—he is two men 


with one salary, or one man with two 

jobs, according to the point of view. 
Many such cars are owned by the 

business firms and many by the indi- 


The Acme of Convenience and Refinement 


(A Bailey Electric 


vidual salesman himself where he is 
working on commission. For results 
in selling are spelled in figures: so 
many calls, so many orders, at such 
and such cost for salary and expenses. 
Any means of increasing the capacity 
for work without proportional growth 
in cost means opportunity—a larger 
field, more customers, a better service, 
bigger profits. The same applies as 
well to the inspector or the collector 
for somebody pays for his time, and 
double the output and you double the 
efficiency. 

For such service in city and subur- 
ban territory the electric vehicle offers 


A Lansden Electric Ambulance 


Nine: 





advantages which make it by far the 
most practical and profitable means of 
transportation available. It is  sim- 
ple to operate and dependable beyond 
comparison with either horse or buggy 
or gasoline car. The physician on his 
way from one case to another, the 
architect hurrying from his office to 
the building, the salesman on his way 
has no time to care for a complex 


ate 


Ethcienc yin Loading 
No Delay 


The Goods are Stacked in Crates. 
A Lansden Car 


power plant. He must have a simple 
car that he can leave at the curb on 
the coldest day and find it ready for 
speed the instant he returns. He 
must be independent of weather and 
worry, and only the electric can offer 
such qualifications. 
For the doctor, it 
carriage ready at any hour of the 
twenty-four. Instead of waking his 
driver or chauffeur or telephoning to 
the stable or garage he jumps in and 
starts. On the street it means no 
hitching and blanketing, no cranking. 
No care is required in the garage but 


means a closed 


Proof Enough that the Electric can Work 


Ten 


A General Vehicle Machine) 


washing, oiling and plugging “om 
charge” at night with a mile age capa- 
city ample for any outside man, since 
his activities are limited by the hours 
of the working day. 


Choosing the Car for the Service 
The Necessity for Analyzing the Effect of Faster 
Transportation 

It is a very easy matter for a man to 
pass judgment on the electric vehicle, 
condemn it and do himself lasting 
hurt, all because he has based his com- 
parison on present methods of routing 
and the present size of wagon body. 
His delivery system with horse equip- 
ment may be operating under high 
efficiency considering its limitations, 
but the increased speed and load capa- 
city of the power wagon may demand 
an entirely new scheme of loading and 
routing. No man should make the 
change without a searching analysis 


A Baker Truck that Earns Dividends by New Methods 


into his delivery costs, considering 

road and labor conditions from all 

sides and a careful study of the oppor- 
tunities for extending his 
field. 

The greater speed of the 
electric and the increased 
load capacity offer obvious 
advantages, but the power 
wagon must be recognized 
not only as a means of 
reducing delivery expense, 
but as an instrument for 

™ reaching a further market 
» and bettering the service. 
Therefore, if the electric 
can double or triple the 
daily mileage of the horse 
vehicle of similar size care 


























must be exercised to obtain load = ca- 
pacity in accordance with the increased 
burden which will be thrown on the 
new wagon. The motor vehicle earns 
its best dividends on the road and 
heavy laden. That is when it is sur- 





\ Lansden Baggage Truck at work on the Hamburg 

American Line Docks 
passing the horse to greatest degree, 
and to effect the highest possible econ- 
omy the wagon must be loaded and 
routed so that its time may be spent 
as much as possible on the road at 
speed. 

The car must be selected for the 
service it is to render. The former 
driver, familiar with the routes and the 
business, will make the best operator; 
and the beauty of the electric is its 
simplicity of control. The change 
over can be effected without displac- 
ing employees of proven worth and 
necessitating the breaking in of a new 
staff. As an evidence of the ease with 
which these vehicles are controlled, 
the Government Bureau of Supplies in 
Manila has recently purchased two 
electrics which are now being driven 
by native Filipinos. 


The Advantages of Electric Over 
Horse Vehicles 


Economy of Money. 

1. Cheap upkeep. 

2. Consumes nothing while idle. 

3. Requires less stable room, per- 
mitting smaller housing. 

+. Requires fewer men to care for, 
or groom. 

5. Requires no attention on days 
of rest, or when idle. 

6. Longer life. 
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7. In light, small package delivery 
it does work of two or more wag- 
ons, reducing force of men to de- 
liver, because it carries more load 
and goes faster than a horse. 


Economy of Time. 


1. Delivers in much quicker time 

than horse. 
Return trip to distributing cen- 

ter at high speed. 

3. Can work unlimited proportion 
of day. 

4. Requires no days of rest. 

5. Easily handled in 
traffic at good speeds. 

6. As garages are permitted where 
stables would not be, it permits 
more convenient stabling, nearer to 
distributing center 

7. Always ready. 

8. Develops power despite weather 
and road conditions. 

9. Cans be worked 
holiday trade. 


congested 


overtime for 


Keonomy of Space. 


1. In stable. 

2. In street. 

3. In loading space at warehouse, 
permitting more wagons to load 
at same time. 


Also: 


1. On account of higher speed 
fewer wagons will do the work 

2. Fewer men will take care of 
same delivery unit. 

3. Consumes only when in actual 
service. 

t. Permits larger radius of delivery, 
meaning possible extension of free 
delivery limits, yet at low cost. 

5. Is initself a good advertisement. 

6. Motor transportation would go 
far to solve traction and conges- 
tion of traffic problems for every- 
hody. 

7. Less damage to roads. 

$. Dirt, dust and manure would 
disappear. 

9. Permits the accurate and easy 
determination of costs. 

10. It is a sign that the owner is 
progressive. 































WHAT THE “TroncladzExtde” 
WILL DO FOR THE “ELECTRIC’ 


The popularity and many features of superiority of Electric Vehicles are strongly 
evidenced by the enormous increase in their use. ‘ 
In the same way, the superiority of the ‘‘ Extde’’ Battery is shown in the predomi- & 
nance of its use. Over 90% of all Electric Vehicles manufactured are equipped with the 4 
-£xid¢’° Battery. The name ‘Extd¢e is inseparable from the “Electric’-—when you 
speak of one you think of the other. 


The vital part of an “Electric” is the battery, since it is the source of its power. If 
therefore, the -Lx1d¢ Battery has been further perfected, this is bound to mean an 
added de ‘pe »ndability to the Electric Vehicle. 
at “ 4 9? 
The “Tronclad=Exide” Battery 
is the latest and highest development of the’* EEx1de ’’ Battery—immensely superior to any 
vehicle battery ever made. It is bound to help increase the use of Electric Vehicles, and 
thus to bring a large and profitable income to Central Stations. 
This new battery has the following points of superiority which have been acknowl- 
edged by vehicle makers, agents and users as being those features of a vehicle battery 
for which they have for a long time hoped and waited: 
1. It gives from two to three times the life. 
2. It rarely, if ever, requires cleaning. 
3. It gives increased mileage. " 
4. It reduces the cost of operation. 
“fronclad=Exide ’’ Battery Plates can be installed in any jars of standard ; 
‘* Exide’ size so that vehicle users having such jars can substitute’’ Wronclad=Exide ” | 
plates for renewals. j 
The following Electric Vehicie makers use ** Exide’ **FAYCap=Exide’’ or ’* Wronclad=Exide ’’ x 
eee bile Maintenance & Mfg. Co Couple Gear Freight Wheel Co Ohio Electric Car Co 
Baker Motor Vehicle Co Columbia Motor Car Co Phipps-Grinnell Auto Co 
Broc Electsic Vehicle Co. Hopp-Keats Electric Car Co Seulghchen Bekeemtllc Co 
Columbus Buggy Co Ideal Electric Car Co. The Waverley Co. 7 
Champion Wagon Co. C. P. Kimball & Co Woods Motor Vehicle Co 
To what address shall we send you a copy of the “froncladzExide ’’ Book? 





THE ELECTRIC STORAGE BATTERY CO 


1888 PHILADELPHIA, PA. 1911 
New York Chicago Cleveland Denver San Francisco Portland, Ore. 
Boston St. Louis Atlanta Detroit Los Angeles Seattle 


Toronto 4 
** Exide’? Depots in Philadelphia, Boston, Chicago, Cleveland, St. Louis, Denver and San Francisco. . 
715 ‘‘Exide’’ Distributors. Traveling ** Extd¢’’ Inspection Corps. 


Battery Help or Information Free 





For Ignition Service, use the ‘‘ EX10€’’ SPARKING BATTERY 
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. Charge Your 
sex) “Electric” In 








The experienced Elec- 
tric driver charges the 
batteries at home with the Westinghouse-Cooper 
Hewitt Rectifier Outfit because he wants to be master 
of the car at all hours. It saves him delays and re- 
duces charging cost. He has the car always at hand for 
immediate use. 


The Westinghouse-Cooper Hewitt 
Rectifier Outfit 


occupies floor space only nineteen inches square and is only four 
feet high. It converts the alternating current as supplied from 
the lighting circuit into direct current for the batteries without 
loss. The batteries can be charged night or day. No machinery 
to get out of order. No dirt or grease to make surroundings un- 
pleasant. A woman can charge her car without soiling her gloves. 
Write for descriptive folder. 


Westinghouse Electric & Manufacturing Co. 
Pittsburg 


Sales Offices in 40 American Cities Representatives All Over the World 
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Read what the inventor of the 
Klaxon Warning Signal says of 


The Edison 
Storage Battery 


MILLER REESE HUTCHISON, Engineer, 
50 Church St., New York. 





December 14, 1910. 


EDISON STORAGE BATTERY CO., West Orange, N. J. 

Gentlemen:—On May Ist, 1910, I placed one of your B-4, 5-Cell Ignition Bat- 
teries on my automobile, for operating my Klaxon Warning Signal. 

Since that time, now practically eight months, my car has been driven approxi- 
mately 12,000 miles in daily service. 

During this entire period I have never put a drop of water in the batteries, AND 
HAVE NEVER CHARGED THEM. 

They have never failed to operate the Klaxon, and are today up to full voltage and 
evidently good for several months more, before recharging will be necessary. 

I consider this a wonderful performance and, as the inventor of the Klaxon, cannot 
too highly recommend your battery for use therewith. 

Very truly, 
(Signed) M. R. HUTCHISON. 


This remarkable performance is simply characteristic of the 
service that the new 5-Cell, ignition size Edison Storage Battery is 
giving. The Edison is radically different. It is not subject to 
any of the ills of other storage batteries. It is not injured by 
overcharging, by complete discharge nor by standing idle for any 
length of time, either charged or discharged. Its weight is only 
72 per cent that of the lead battery of equal capacity. Its life 
is many times as long. 

It is the most successful ignition battery that has ever been 
brought into the field. Write us for full information today. 


Edison Storage Battery Company, 123 Lakeside Ave., Orange, N. J. 
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G.V.ELECTRICS 
ECONOMY 


The proven merits of G. V. machines enable the 
Central Station Manager to reinforce his 











recommendation of these wagons to his cus- 
tomers with the most comprehensive service 


and maintenance guarantees .“. .. .. .. 


ECONOMY OF INVESTMENT — Hundreds of G. V. Electrics of our earliest de- 
signs—from six to ten years old—are still in 
successful daily operation. 


ECONOMY OF POWER In all disinterested tests G. V. machines have 
shown they require less electric power to operate; 
actual records showing current consumption of 
trucks in daily service ready for the interested 
inquirer. 


ECONOMY OVER HORSES 25% to 60% cheaper than horses. 75% less 


space than horses. No noise, no dirt, no odor. 


ECONOMY OF TIME & LABOR. 100% faster than horses. Requires no experi- 
enced mechanician as chauffeur. Usually oper- 
ated by former horse drivers. 


ECONOMY OF UPKEEP Fewest wearing parts of any commercial vehicle; 


all parts interchangeable; complete roller and 
ball bearing equipment. 


ECONOMY OF TIRES 


Easy starting, smooth application of power and 
even acceleration of speed reduces tire wear to 
a minimum. 


ECONOMY OF RESERVE G. V. machines show fewer delays for repairs 


and adjustment than any power vehicle made 
and therefore require minimum reserve delivery 
equipment to maintain uninterrupted service. 


GENERAL VEHICLE COMPANY 


WORKS AND GENERAL OFFICES, LONG ISLAND CITY, N. Y. 


NEW YORK BOSTON PHILADELPHIA CHICAGO 
505 5th Ave. 84 State St. Witherspoon Bldg. The Rookery 
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You Know That Secsie Vehicles 
are Better and Faster Than Horse- 
Drawn Vehicles—— 


We can PROVE that the 
Lansden Wagon 1s cheaper 
and SURER. 


We'll admit that seven years ago the electric vehicle had a black eye. Batteries 
were not as reliable as they should have been—the vehicles were not as 
well designed. 


But the LANSDEN changed all this. 


LANSDEN Electric Wagons are real motor wagons built for rough hauling. 
Equipped with the Edison batteries, they give absolutely reliable, unfailing, 
continuous and economical service. They require no experts. They in- 
variably give full mileage. They “deliver the goods.”’ 


You will hear the LANSDEN criticised by its competitors, but— 
Every one of the hundreds of commercial wagons built by 
the LANSDEN COMPANY tn the last seven years 
1s in service today in the hands of the original owner and 
just as efficiently as when purchased. 


If you are interested in any kind of a wagon or truck, for any kind of service, 
anywhere, let us tell you about LANSDEN reliability -LANSDEN low 
operating costs—LANSDEN signed (not conversational) guarantees. 


WRITE 


THE LANSDEN COMPANY 


287 High Street 


NEWARK, N. J. 
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The Advantages of Electric Over 
Gasoline Vehicles 
Economy of Money. 
1. Greater simplicity, hence fewer 
repairs. 

Lower cost of insurance. 

More durability than reciprocal 
type. 

Less care. 

No elaborate repair tools. 

Small loss of power. 

No experienced chauffeur, who 
must get higher wages; and small 
number available. 

8. Freedom from 
tations. 


insurance limi- 
Economy of Time. 

1. Simplicity of adjustment. 

2. No cranking. 

3. Instant readiness. 

Develop power despite condi- 

tions of weather, etc. 
5. Less time in repair shop. 
Also: 
1. Simplicity of construction. 
2. Simplicity of operation. 
3. Danger of fire or explosion 
eliminated; hence wider field. 

Universality of electric power. 

No freezing. 

No tanks to leak. 

Electrics permitted on docks 
and terminals where gasoline vehi- 
cles are not allowed. 

No noise. 


mp coe O LARD EAS 85, 
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9. No odor. 

10. Advertising feature. 

11. Does not spot liveries with 
grease, or make goods odoriferous. 


Electric Vehicle Revenue 

The Electric Vehicle Association of 
America has developed the following 
interesting data on the average con- 
sumption of electric vehicles of va- 
rious size, expressed in terms of are, 
incandescent and flatiron equivalents. 
These figures are based on a large 
number of reports from central sta- 
tions, covering actual metered demand. 


Type of 
Vehicle 


No. of flatirons 3 


hours pe 


hour daily, ¢ 


5 ton truck 

$lo ton truck 
2 ton truck 
2000 Ib. wagon 
1000 Ib. wagon 


Domestic Vehicles 


XS 


Thanks in Advance 


EUGENE CREED 


g 


Ries. 


il) ase 
H ete’ 


é 


Sales Manager, The Toronto Electric Light Co., Ltd., Toronto, Canada 


We write a letter to all our new customers on receipt of the contract (when 
brought in by an agent),thanking them for the business and asking them to 
advise us promptly if the service is not in every way satisfactory. 

This is not an uncommon practice in ordinary business, but is a little act of 


courtesy that the majority of central stations overlook. 


It simply ushers the 


new customer into the fold with a confidential smile and an offer of co-operation. 
It makes the initial impression a favorable one. 


— 


= 
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RATES AND THE VEHICLE 


In all discussions between central 
stations and electric vehicle or battery 
manufacturers, the split is upon price 
of current per kilowatt hour. This is 
particularly unfortunate for both par- 
ties. In asking for a lower rate the 


vehicle manufacturer shows himself 
blind to the 


point of view; while the central sta- 


central station man’s 
tion man, having his attention cen- 
tered upon the demand for the rate 
concession, fails to appreciate as fully 
as the facts warrant the obvious advan- 
tages of the vehicle as a current con- 
sumer. 

At a recent meeting in which both 
central station men and the manufac- 
turers of vehicles, motors and _ tires 
participated, this subject came up for 
the 
lacking. 
flatly 


sell cars unless a 


several hours’ discussion, and 


acrimonious note not 
One 
that 
special rate for charging was granted; 


another, that the first question asked 


Was 


vehicle salesman stated 


he could not 


by the customer was, “How much will 
it cost me for each charge of the bat- 
tery ?”’ similar expressions 
were adduced, but in none of them did 


Various 


the vehicle manufacturers swerve from 
their point—the price per kilowatt 
hour. 

On the other hand, the central sta- 
tion men present appeared to beg the 
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issue. It that in 
very heavy snow of the past winter 
a single delivery truck had done the 
work of approximately eight horses 
and the current cost only about one- 


was pointed out 


fourth as much as the feed necessary 
It was further 
stated that the central stations were 


to sustain the horses. 


considering revisions of rates to ac- 
commodate vehicle business, and in a 
vague way it was suggested that this 
was a large problem which could not 
be approached heedlessly nor solved 
hastily. In short, the fight was al- 
lowed to proceed over the question of 
rate per kilowatt hour and nothing 
else. 

This has been one of the mistakes 
of the central station within the last 
few permitting COST discus- 
sion to become RATE discussion. As 
a matter of fact, the price per kilowatt 
hour is simply a factor in vehicle main- 
tenance costs, like ball bearings or 
battery up-keep or transmission gears. 
We will grant that the price of current 
is sometimes too high, but more often 
the cost of garaging or battery care, 
or ignorant handling or bad automo- 
bile engineering in the original design 
are also too high. 


vears 


It is unfair to put 
the burden entirely upon the central 
station, and untrue to place the blame 
for the slow development of vehicle 
business 


current rates. 


The real blame lies in the inadequate 


upon high 
facilities for garaging—using the word 
What the in- 
dustry needs is not cheaper current 
necessarily, but more intelligent care 
of the cars in service, more expert 
supervision of batteries, a more pater- 
nal attitude toward the garage. A 
new car with new batteries properly 
charged will show economies that will 
amaze the ordinary man; the trouble 


in its largest meaning. 
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comes when ignorant 


handling and 
lack of care so lower the efficiency of 
the car that current is wasted uselessly. 

The general public is not interested, 
really, in the rate per kilowatt hour 
for battery charging—or indeed for 
any other service—but is interested 
in the cost of the service itself. This 
has been pretty generally proven in 
lighting business, where customers 
have been satisfied by the substitu- 
tion of high-efficiency lamps for the 
older types, or even by the scientific 
arrangement of outlets containing the 
same type of lamp. It has not been 
the central station’s experience that 
the bills of such customers were greatly 
reduced, or if reduced that the reduc- 
tion held for any length of time. On 
the contrary, experience shows that 
the public will always pay amply for 
the service—but the 
efficient. 


As far as the electric vehicle is con- 


wants service 


cerned, the whole proposition gets 
down to one of mutual interest. It 
is not unnatural for the vehicle manu- 
facturer to want lower rates, just as it 
is not unnatural for him to want 
cheaper tires or better roads. But it 
must not be forgotten that the central 
station’s interest is even greater than 
the vehicle manufacturer’s—that the 
central station must supply current at 
a rate which will permit of the opera- 
tion of a considerable number of cars. 
If the current costs are too high, so 
that no one can afford to run an elec- 
tric vehicle, no current will be sold. 
On the other hand, if the rate per kilo- 
watt hour is brought down too low, so 
that the central station is not attracted 
to the business, the vehicle manufac- 
turer loses his strongest ally and his 
progress in the future will be as slow 
as in the past. In the words of the 
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famous Self-Made Merchant, ‘‘Busi- 
ness that isn’t good for everybody 
isn’t good for anybody.” 


ANSWERING QUESTIONS 
Running a trade association is a 
good deal like running a public utility. 


ry. e 
lo many it seems as though one 
passenger more or less on a_ train 


would make no difference to the car- 
rier—that one lamp more or less on a 
circuit could not possibly affect the 
central station. Therefore, the public 


does not hesitate to rides or 
the 
wheels must turn anyway and that 
no expense is entailed by one addi- 


tional individual. 


steal 
current, the excuse being that 


Such a view should 
not be taken by a public utility man 
in dealing with The National Electric 
Light Association, which is, in its way, 
a utility organization for the benefit 
of the central station community-of- 
interest. 

When station man 
visits another—especially if he come 
from a distant point—he is received 
with open arms, put up at the club, 
shown over the plant, dined, wined, 
and taken for a joy ride. 


one central 


Inner secrets 
of public policy and politics are laid 
bare; systems, methods and forms are 
elucidated at length and in detail; 
technical and commercial subjects 
are explained, expounded and threshed 
out. But when this same visitorsends a 
written enquiry via the N. E. L. A. 
Question Box or through one of the 
N. E. L. A. committees, there is gen- 
erally “nothing doing.” A week is 
wasted upon the man: the letter is not 
given ten minutes’ consideration. 

It is difficult to criticise this failing 
of central station men because it is a 
universal failing of human _ nature. 
It is not because we are willingly dis- 
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courteous. It is simply that the 
written inquiry, lacking definite per- 
sonality, does not stand out in its 
true light or show its full importance. 

Right now, committees of 
the National Electric Light Assoc- 
jation are soliciting various data from 
central the very 


nature of things, the questions sub- 


many 


station men. In 
mitted are in printed or mimeographed 
form and utterly lack the dignity 
which their importance would warrant. 
Coming in quantity and entailing a 
certain amount of work, they will be 
tossed aside until a favorable oppor- 
In the 

questions 
will arrive 
until the aggregate amounts to a serious 
piece of work, which the regular daily 
routine makes difficult. In the end 
too many of the questions will go 
unanswered. 


tunity comes for responding. 
meantime, inquiries and 


from other committees 


This is not only unfortunate: it is a 


® 


A Fan With Bedstead Attachment 

The Emerson Electric Manufactur- 
ing Company of St. Louis has added a 
bedstead attachment for-use with its 
8-inch residence type fan that is an 
interesting innovation. As shown in 
the illustration, it is mounted on a 
trunnion supported by a four-prong 
bracket, which may be readily at- 
tached to the corner post of the foot- 
board of any brass or iron bed. The 
prongs of the bracket are covered with 
felt, and as the bracket is held securely 
by a piece of cotton webbing, no metal 
comes in contact with the post of the 
bed to mar its finish. The method of 
attachment is ingenious but very 
simple, and results in a secure adjust- 
ment, which may be changed at a 


ELECTRICITY 


April, 1911 


The central station man 
should consider it an honor to receive 


serious loss. 


a request for information from an 
N. E. L. A. should look 


upon such circulars as of even greater 


committee - 


importance than any personal call. 
The questions are asked for the benefit 
of the industry. They are formulated 
by committees of selected men who 
have given time, thought, knowledge 
and money to committee work, and 
who are entitled to the courtesy of 
co-operation. Some of the questions 
may appear unimportant: some entail 
a considerable amount of investigation 
and analysis; but it must be remem- 
bered that in every case not the chair- 
but the entire 
industry is asking for the information, 
and the answers of every individual 
are necessary to make the reports of 


man of a committee 


value, just as every passenger’s nickel 
and every customer’s lighting bill is nec- 
essary to make a public utility pay. 


Che Manufacturers 


moment’s notice by loosening 
wind screw on the bracket. 


The bedroom type is designed to 
project at the side of the foot of the 
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bed, and as it has the full swivel-trun- 
nion adjustment, it may be directed 
to blow directly on the bed, blow over 
the bed, or to create a general circu- 
lation of air about the room with con- 
sequent general cooling effect. This 
type is provided with an eight-foot 
re-inforced cord carrying an Edison 
attachment plug and another eight- 
foot reinforced cord carrying a push 
switch. The cord carrying the switch 
may be run along the floor to the head 
of the bed where the switch will be 
within easy reach. 

Almost every hotel bedroom has an 
electric outlet and fixture in the center 
of the room within a few feet of the 
foot of the bed. If the fixture carries 
only one socket, the fan may be con- 
nected through a current tap or double 
socket, so that the incandescent may 
be used as well. This opens up a big 
market in hotels, hospitals and_ resi- 
dences. 


The “‘Iron-clad Exide’ Vehicle Battery 


The Ironclad Exide Storage Battery 
made by the Electric Storage Battery 
Company, is one of the recent improve- 
ments in battery design that is a step 
forward towards increased mileage 
and decreased maintenance expense. 
While maintaining characteristics in 
discharge and during charge similar to 
other types of lead batteries, the new 
cell is claimed to have two or three 
times the ampere hour capacity or 
mileage life of the Exide type. This 
increased life is due to a new form of 
positive plate developed by the manu- 
facturers during the last four years, 
which prevents the ordinary rapid 
formation and precipitation of loose 
particles from the positive plate, wast- 
ng the active material and _ piling 
up as sediment in the bottom of the 
jar. 

Instead of a flat plate the positive 
grid of the Ironclad Exide is composed 
of a number of parallel vertical metal 
rods, united at top and bottom by 
frames. Each rod is surrounded by a 
cylindrical pencil of peroxide of lead 
active material which is in turn en- 
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closed in a hard rubber tube. The 
tubes are perforated with small slits, 
which allow free access of the electro- 
lyte but retard the disintegration of 
the pencils and the deposit of sediment. 
By this ingenious modification of plate 
design the active material can be 
utilized, it is claimed, for several times 
the ordinary number of charges and 
discharge while cleaning is rarely if 
ever necessary. 

In order to balance the increased 
life of the positive plate, the negative 


— — 


——_, 
\ 


\ 


\ 


is made a trifle heavier, but the ele- 
ments have the same dimensions and 
will fit in the same battery jars as the 
Exide elements so that present users 
can obtain the benefits of the Lronclad 
ixide by substituting the new ele- 
ments in their present batteries. The 
regular jars for the Ironclad, however, 
are somewhat shorter than for the 
Exide, as little space at the bottom is 
required to hold the small sediment 
deposit. 
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The Vacuna Cleaner 

The remarkable growth of the vac- 
uum cleaner business during the last 
few years is resulting in a serious con- 
dition which some lighting companies 
are already meeting and others must 
face in the near future. While many 
far-seeing commercial men were quick 
to note the danger from the host of in- 
ferior machines being sold on fictitious 
claims and kept the standard up by 
exhibiting or recommending only those 
which were sound in principle and con- 
struction, the majority of the central 


stations have maintained a_ neutral 
and passive position, allowing con- 
sumers to make their own choice from 
the specious promises of the commis- 
sion salesmen. It is particularly to 
this latter class, who are looking for a 
standard machine to place before their 
public, backed by the central station’s 
recommendation, that the Vacuna port- 
able turbine vacuum cleaner will ap- 
peal. While the value of vacuum 
cleaning, and especially electric vac- 
uum cleaning, is becoming universally 
recognized as well-nigh indispensable, 
the mechanical deficiencies and deteri- 
oration of many of the earlier machines 
has caused the familiar objection, “It 
is undoubtedly a good thing, but not 
yet perfected,” which the electric light 
salesman is working so hard to refute 
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in the tungsten lamp, electric vehicle 
and other fields. 

The Vacuna Sales Company, 50 
Church St., New York, believes it has 
a machine which in price, efficiency, 
appearance, convenience and ever- 
lasting readiness to be on the job will 
convince the public that vacuum clean- 
ers have been perfected. They claim 
that this opinion is backed up by 
many central stations which have had 
opportunities to investigate the his- 
tory and relative merits of the various 
makes. 

Vacuum cleaners may be divided 
into two general types, those operat- 
ing on the exhaust fan principle and 
those employing some kind of positive 
pump. The Vacuna belongs to the 
first class, and is claimed by the 
manufacturers to give as high a work- 
ing vacuum with the tool open as any 
other, and very much greater volume 
of free air. Specifically, the Vacuna 
machine, with its 1-6 horse power 
motor, is guaranteed to give from 60 


to 70 cubic feet of air per minute 
(120,000 cubic inches) with a vacuum 
at the tool under all working conditions 


of from 1 1-4 to 1 1-2 inches on a 
mercury guage. This immense quan- 
tity of free air permits a large tool to 
be used with a high velocity of air at 
the mouth of the tool and consequently 
very greatly increases the rapidity of 
doing the work. Furthermore, the air 
at high velocity cleans as well with the 
tool held lightly at an angle as when 
pressed tightly to the carpet or fabric, 
minimizing the wear on both operator 
and furnishings. 

The Vacuna cleaner is neat and sub- 
stantial in design, strongly built of 
metal throughout and weighs only 45 
pounds. The lower part of the case 
contains the motor and_ three-stage 
turbine fan, the upper part contains 
the dust bag. The case is separable 
at the middle so that if desired the 
dust bag may be carried away still 
enclosed in its casing with no possi- 
bility of any dirt escaping before 
emptying. Separating the machine 
into two halves, each provided with 
handles, is of considerable advantage 
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FEDERAL 
SPECIAL SIGNS 





This 486 lamp, doubled-faced Federal Sign in Quincy, Ill., is operated by a flasher 
which gives a whirling pinwheel effect, the name “Sterns” flashing on and off. Made 
of Porcelain Enameled Steel, non-fading and rust-proof. 


Designs that never lose their attractiveness are the 
distinguishing mark of Federal Electric Signs. 

Any apprentice can model in clay. When it comes 
to marble and bronze, the real artist is needed. We 
build Federal Signs of porcelain enameled steel to last 
for years. We can't aflord anything but the best de- 


signers. Artistic care as well as originality goes into 
their work. 


This is the kind of designing you want, it lands the 
orders, it pleases the customers. And one of these 
Enameled Steel Signs on your street will bring in re- 
venue to youfor years. It will last as long as the 
building. 

Let us help you on your next prospect. 


Write us the particulars today. Ask for our Display 
Sign Bulletin No. 233. 


Federal Sectional Letter Signs are the Standard Signs of Quality. Made of 
Porcelain Enameled Steel. They are the Best, Most Brilliant and 
Durable Lamp Letter Signs. 


FEDERAL SIGN SYSTEM (ELECTRIC) 


NEW YORK Branches in Fifteen Cities CHICAGO 
229 West 42nd Street 501 Home Insurance Bldg: 


Selling Agents for FEDERAL ELECTRIC COMPAN?), Manufacturers, Lake and Desplaines Sts., Chicage 











In writing to advertisers, mention ‘‘Selling Electricity ’’ 
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in moving from floor to floor, especially 
where no men are employed. As seen 
by the illustration, the lower half fol- 
lows the outline of the three fans, one 
above the other and direct connected 
to the motor. The high efficiency of 
this design, with no auxiliary moving 
parts and the triple expansion of the 
air as it is forced through the three 
chambers, permits the use of a 1-6 
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horse power motor and the operation 
of the Vacuna from any lighting fix- 
ture. 

The Vacuna cleaner is furnished 
complete with tools, hose, connecting 
cord and plug, ready for immediate 
service. Westinghouse motors are 
used on the alternating current ma- 
chines and a special motor for direct 
current. 








POSITIONS OR MEN WANTED 


The rate for ** Positions or Men Wanted” advertisements of 
forty words or less is one dollar an insertion ; additional words, 
one cent each; payable in advance. Remittances and copy 
should reach this office not later than the 15th of each month 
for the next succeeding issue. 


Replies may be sent in care of Selling Electricity, 74 Cort- 
landt St., New York City. 


A MAN who has been in charge of new business 
developments in a central New York city has 
decided to move, and wants an opportunity 
where the field has greater scope. His expe- 
rience and record will qualify him. Address 
L. H. P., care of Selling Electricity, 17 Madison 
Avenue, New York City. 

AS A RESULT of a consolidation an expe- 


rienced sales manager is open for a proposition. 





I have been selling the central station product 
for 15 years without a break, and can produce 
the revenue that pays dividends. 

Address C. E., care of Selling Electricity, 17 
Madison Ave., New York. 


WANTED—By Central Station, within 100 
miles of Philadelphia, an experienced Power 
Solicitor. Satisfactory references required. 

Must be competent to handle propositions of 
several hundred horse-power. Address O. H., 
care of Selling Electricity, 17 Madison Ave., 
New York. 

GOOD OPENING—For two first-class Elec- 
tric Light Solicitors in an Eastern City of 
100,000 population. | Only experienced men. 
who have made good elsewhere, will be con- 
sidered. Address 306 W., care of Selling Elec- 
tricity, 17 Madison Ave., New York. 




































































HOTEL IMPERIAL 


ROBERT STAFFORD 








New York 





at the 





1. Hotel Imperial 3. Hudson Tunnel Terminal 


é: 


Send for Booklet, Tariff, and Map. 


New Pennsylvania Station 4. 6th Ave. Elevated Station 


Copeland Townsend, Manager 


Broadway, 3lst to 32nd St. 


Be at the Heart of Things 


NEL A. 


Convention 
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We really should not 
show this picture of 


IRIS 


because the black- 
and-white reproduc- 
tion does not do 
justice to “The Most 
Beautiful Glass Made 
in America. ‘This 
wonderful glass is 
made in all colors, 
It is dis- 
tinctive because the 


all shapes. 


designs, formed by 
overlays of — color 
which fuse perfectly 
with the body and 
give the most wonder- 
ful effects of gleam- 
ing color-harmony, 
are as attractive when 
the shades are cold 
as_ when they are 
lighted. And there is 
arichness— ‘class — 
to IRIS, which is not 
found in any other 
American product. 
It looks extravagantly 
expensive, but the 
prices are quite 
reasonable 


YOU SHOULD KNOW 
ABOUT THE:::::: 


“Fostoria Plan” 


c =] 








=} 








We have worked out an inexpensive 
new business plan for central 
stations—a plan that you should try. 


We call it the ‘‘Fostoria Plan” and 
we designed it to help you to secure 


BETTER new business, especially 


to secure the wiring of old houses. 


The Fostoria Plan is based upon the 
the sale of IRIS, “the most beautiful 


glass made in America. | 


We want you to know the plan and 
we want you to know IRIS, sO we 
are offering free a sample shade to 
every central station manager who 
answers this ad. Address 


FOSTORIA 
GLASS SPECIALTY 
COMPANY 


FOSTORIA, OHIO 





























202 


SELLING ELECTRICITY April, 1911 


























an organization that 


We Make Our Plans 
Fit Your Policies : : 








It is not the function of this Organi- 
zation to “teach you your business.” We 
simply assist you in bringing your own 
policies to fruition. : : 









The great difficulty which you expe- 
rience is in finding trained men to whom 
you may safely entrust your commercial 
development work. Our organization of 
specialists enables you to undertake promptly 
and successfully any campaign—to meet any 


contingency—to W weather any Crisis. 













Our organization supplements yours. i 
Where yours is weak, ours is strong. The 
two fit together, harmonize, co-operate. We 
can supply a single solicitor—or we can 
finance, build and operate a plant. In every 
case, we make our plans fit your policies. 


THE CENTRAL STATION 


Rockefeller Building, 
CLEVELAND 
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In writing to advertisers, mention *‘Selling Electricity’’ 





April, 1911 SELLING ELECTRICITY 











increases NE’ profits 


We Serve You in 
Any Capacity :: 


We have won notable success in the 
organization and conduct of commercial 
departments, but this company is not wholly 
devoted to “new business.” We believe that 
our greatest strength lies in the fundamental, 
basic departments of finance, auditing and 
engineering. : : : 

Our services include the supplying of 
lecturers and newspaper publicity men to 
undertake educational campaigns; men of 
skill and address to work with local councils 
over street lighting contracts or ordinances; 
men to organize merchants’ associations; men 
familiar with competitive situation; expert 
accountants to make single or periodic audits, 
and skilled analysts to assist in rate re- 
organizations—in short, we serve you in 
any capacity. 


DEVELOPMENT COMPANY 


Rockefeller Building, 
CLEVELAND 
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The Biggest—Best 


Holophane D’Olier 


Steel Reflectors 


For 150 and 250-watt Madza and Tungsten Lamps 


AI-150 and ATI-250 AE-150 and AE-250 


No question about the popularity of the big lamps for industrial lighting—the 
problem has been to get the right reflector. 


Holophane Has It 


The same scientific Holophane design—the same Holophane high quality— 


And the Price is Right 


Considering price and efficiency, these new Reflectors represent the best values 
we have been able to offer on any type of Steel Reflectors. 


Place a Trial Order Today 


PRICES AND DATA 





P : No. it Approx. wt. ; ‘ 
ee List Price Standard Rae co a Diameter Depth Code Mazda or 


Each Quantity package package nch. Inch Word Tungsten lamp 
AE-150 3.20 20 20 74 10% 84 
AE-250 3.40 20 20 81 Loy Ql 
AI-150 = 3.20 20 20 80 10% 814 
AI-250 3.40 20 20 88 1014 914 


amim 150-watt 
amis 250-watt 
amiv 150-watt 
amiw 250-watt 
Complete Data is now ready for distribution. Write for it. 


HOLOPHANE COMPANY 


Sales Department 


Newark, Ohio 


New York Boston Philadelphia Chicago San Francisco 
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THE WALL-WIN CO. 


SOLE MANUFACTURERS OF 


THE TALKING SIGN 


Used the world over for out-of-door 
advertising 


THE MONOGRAM CARRIAGE AND 
AUTO CALL 


Used by the leading Theatres, Clubs 
and Department Stores 


THE ELECTRICAL MONOGRAM 
SIGNAL 


for Vaudeville Program Announcements 




















THE WALL-WIN CO. 


is completely equipped to build Electric Signs to sell for you. 
Designs and estimates will be very cheerfully and promptly sub- 
mitted. All of our work is the very best and is guaranteed to 
withstand many years of faithful service. 








WRITE US TO-DAY ABOUT THAT SIGN YOU NEED 


Main Office: 27 William Street, New York City 
Works: 114 New Jersey R. R. Ave., Newark, N. J. 
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If you’ve never seen the % \ 


TA 


color of Our Brand New i 
Dollar Bills—Send in a 


Dollar Idea! 








SOME TALKING POINTS THAT WILL SELL 


Everson Cleaners 
In YOUR City = Weight 


35 lbs. 


1—Can be lifted by the little finger 
2—Greatest effective suction 
3—Safety valve to protect motor 
4—1-6 H. P. Holtzer-Cabot motor 
5—Indestructible vulcanized 

fiber case, non-conductor 

of electricity 
6—No screws, clamps, or 

catches 
7 etc.—On request 


The Good Points of All 
The Bad Points of None 


Everson Mfg. Co. 


30 Oliver Street 
BOSTON, MASSACHUSETTS 

















Do not forget us when 
figuring on any kind of 
an electric sign. 














Haller Sign Works 


(Incorporated) 


704 So. Clinton St. 
Chicago 


V-shaped electric roof sign. 
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ANNOUNCEMENT 


A Full Line of 














‘Westinghouse Wire Type 
Tungsten Lamps’’ 


All Sizes From 25 to 500 Watt 


Complete Stocks Carried 
In All Principal Offices 


THE ONLY “WIRE TYPE 
TUNGSTEN LAMP” 











Westinghouse Lamp Company 


General Office and Works, BLOOMFIELD, N. J. 
P. 0. BOX 128 


New York Works, 510-532 West 23d Street, New York City 
SOLD BY 


Westinghouse Electric & Mfg. Co. 


SALES OFFICES IN ALL PRINCIPAL CITIES 
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Mark This Date On Your 
Calendar—May 29th 


It is just two months before the New York 
Convention, but not too early to select your 
apartment. We are so near Convention Head- 
quarters that we are making reservations for 
delegates now. 

The hotel faces Greeley Square, and is so high 


and free from obstructions that vou are sure of 
an abundance of cool, refreshing air. 


Delightful apartment with $1 50 per day 


detached bath 


Sumptuously furnished apart- $2 5) Per day 
ment with private bath me's 


Suites as desired. 


We are only one block from the new Pennsyl- 
vania Station. Just across the street from Hud- 
son Tube Station. 


Hotel Martinique 


Broadway 32d and 33d Streets 
Walter Chandler, Jr., Manager 


You will meet all of your friends at our famous 
Grill, Room during the convention—it’s so different 
from anything in New York. : : : 
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MraoOm eda fit sia 


WITH THE WONDERFUL 


NOARK PICUP BLOCK 


Costs No More Than the Ordinary Kind 


“Built on Modern Principles” 


Ask Any User—You’ll be Convinced 


BETTS & BETTS 
Makers of the World Famous COL&eaCprs, 


302-304 W. 53d Street, New York, U.S. A. 








THE “HOH” 


Motorless Flashers 


Approved by Fire Underwriters and 
City Department 


Are. the only perfectly successful Flashers, 
because Contacts are in a Vacuum and can- 
not burn out or corrode. 

Flashes can be regulated, slow or fast. 

Will not get out of adjustment. 

Require no attention or renewals. 

They save half the lighting bills. 

Consume practically no current. 

Used by some of the best people. WRITE FOR CIRCULAR 


Single Flasher, 2 circuits 


Good Agents Wanted 


EMIL HOH, 220 Atlantic Avenue, Brooklyn, N. Y. 

















“SAVALAMP” ,2hosk. 


! For Tungsten, Tantalum or Carbon Filament Elec- 
| tric Lamps 
NO CHANGE OF FIXTURES 


Fits Any Standard Socket 





ANYONE CAN INSTALL IT 
Reflector or Shade Supported by Fixture and not by 
Resilient Springs 
THE LAMFORD SALES CO. 


Send Fifty Cents AGENTS 
for Sample 203 Broadway WANTED 
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HOTEL EMPIRE | 


BROADWAY, at 63d St., NEW YORK CITY Do You Want 


A Demand Limiting 


Device 
which 


Meets Practical Conditions 


































’ sz] 
~ 
_ 
& x 
_ — 
g Q 
- ic] 
In the Very Center of Everything S rs ; 
All cars and 5th Ave. busses pass Hotel. Subway and Ele- D “ 
vated stations 1 min. 8 minutes’ walk to theaters and shops. 
From new Penn. Station walk through 33rd Street to junction 
B’way & 6th Ave. and take 6th Ave. train on “L”’ road to 66th 
St. which is in front of Empire; or surface car marked 
“B’way & Co. Ave.’’ direct to Empire door; only 10 min. ride. 
50 Roc oms, detached bath, as per day 
100 - _ - 
2 with bath 130 : This One is Built by Men Who 
100 = W 
Suites, with bath, $3.50 and up per day. Know hat an Instrument of 
Send for Free wey to City 4 ° ¢ ° 
. JOHNSON QUINN, Proprietor This Kind is Up Against 











° No Coils to cause drop in voltage or 
Electric complications from frequency and 


power factor. 








$ 
eatures Only One Size to Carry in Stock 
b ” i 


T H E U N D E R W 0 0 D ao handled and _ noiseless } 


STANDARD Low First Cost and Practically 
TYPEWRITER 


Appear in the following models: 
Underwood Automatic Designed for use in combination with 


Typewriter Operator Watt Meters and thoroughly tried 
Underwood Typewriter out on straight demand. 








No Maintenance 








Adding Machine 
Anderson Carriage Return A Post Card Today Will Bring You a Sample for 
Underwood Computing Machine 30 DAYS’ PRACTICAL TRIAL 
The Machine You Will Eventually Buy 
UNDERWOOD TYPEWRITER CO. Henry Thermo-Electric Co. 
(Incorporated) 3 Scott Avenue 
241 Broadway, New York Newport, Vermont 
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Tre Ham Attachment 


Most convenient 





wiring device 
brought out in 
the last decade 








| For sale by all jobbers 
Patented November 17, 1908 


E. W. HAM, i2z" ~— Worcester, Mass. 











SAVES WIRING COST 


ON SPECTACULAR WORK 





This is a new machine, just out, that will 

not only effect a big saving in the cost of 

wiring but will also produce a uniformity 

of motion not equaled by any other 

machine built. It is intended for smoke, 
steam, fire, water, etc. 


DULL’S FLASHERS 


are always ahead. ‘There are more of 
them in use than all others combined. 














No. 4 Heavy Brush. List, $36.00 


They make satistied customers that come back again 


REYNOLDS DULL FLASHER CO. 


152 FIFTH AVENUE, CHICAGO 
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BEN JAMIN The “IMPERIAL” 


A Portable Vacuum Cleaning Machine combining 
TWO- Li G H + i r efficiency, practicability and economy. 


PLUG CLUSTER i ZA ©) HH Lh Can be attached to any electric light socket. 
St 





For Doubling the (77 - Cres . 

Capacity of Your | : f 

Sockets Without 
Extra Wiring 


It just screws in—and the work is done. 

You have one light, but want two. Or 
you want to run an extra wire to another 
point for connecting some electrical appli- 
ance — fan, heater, curling-iron, flatiron, 
rer a dish, etc., and still keep your light 
burning. You need not rewire the place 
to do it. 

Benjamin Plug Cluster Does the Work 

of Two Sockets. 





For sale by all Electrical 
Dealers 








BENJAMIN ELECTRIC ma % “The only High-Grade, Efficient Machine on 
MPANY raat \\\\ the Market.” Guaranteed. A Dividend Payer for 
MFG. COMPA i \! Central Stations. Growing concerns and responsible 
WN gereice wanted as agents. Exclusive territory given. 
120-128 |So. Sangamon St.: y \ end for Catalogue and particulars. M’f’din 2 sizes. 

Cliseee . heey ||| WW Price, $100.00 and $75.00 Complete. 

All || EMPIRE VACUUM COMPANY, 

112 West 30th Street, New York. 
District Office: 702 Postal Telegraph Building 
Chicago, IIl. 


WHEN YOU 


are in the market for 
Lighting Fixtures, makes 
no differencewhat kind, \et 
us know before making 
selection and we will be 
glad to furnish an esti- 
mate. 





























R. WILLIAMSON & CO. 


Manufacturers of 
Electric and Combination Fixtures and 
Art Glass Shades. 


; Washington and Jefferson Sts. CHICAGO, ILL. 
DESIGN NO. D 
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Mott Lamp Posts 


STANDARD OF QUALITY 
Established 1828 








2046 J 


Ornamental Lighting Posts 
for all Purposes 


SPECIAL TO CENTRAL STATIONS 


We will be glad to co-operate with your 
New Business Department and submit spec- 
ial designs for Commercial Lighting Projects 


Send for our New Catalogue 


The J. L. Mott Iron Works 
118-120 Fifth Ave., New York 
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Simplex 
Electric Toaster 


(with new “Keep Hot” rack) 


Simplex Dining Room Sets, Coffee 
Urns, Chafing Dishes, Water Cups, 
Toasters, Travelers’ Stoves, Heat- 
ing Pads, Baby Milk Warmers, and 
Household Irons, are practical neces- 
sities for every well-equipped house- 
hold. Display these devices, sug- 
gest them to your customers—it 
means more customers, new con- 


summers and more sales for current. 


Write for ‘‘Selling Helps.”’ 


SRPLEX FLECRICIEATING 


Cambridge, Mass. 
Monadnock Block, Chicago 
612 Howard St., San Francisce 


mention ‘‘Selling Electricity’’ 
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THE NEW YORK PUBLIC LIBRARY 


Uses 2,000 OPALUX REFLECTORS 


For Sale by Your Dealer 


The Opalux Company, 258 Broadway, New York 


A Few of the Larger Installations 


Bellevue Hospital . ; : New York 
Chelsea Piers. , , P New York 
Fidelity and Casualty Building New York 
Public Schools . : : : New York 
Hall of Records 5 : ; New York 
Metropolitan Muscum of Art New York 
Columbia University : . New York 


Queens County Court House Long Island City 
Newark, N. J. 
N. Y.&N. J. Telephone Bldg. Newark, N. J. 


University of Pittsburg 


Prudential Building 


Pittsburg, Pa. 
Carnegie Technical Schools Pittsburg, Pa. 
Soldiers’ & Sailors’ Memorial Pittsburg, Pa 
U.S. Naval Training School Chicago, IIl. 
X, ae G. A, ; . San Francisco, Cal. 
Higgins Building San Francisco, Cal. 

El Paso, Texas 


Hartford, Conn. 


First National Bank 


Supreme Court 


We have enumerated but a few of the 
larger users of OPALUX. A list of in- 
stallations in any special locality will be 








=I 


iE 


Hic 


sent on req uest. 
1) 




























all live advertisers. 





RECO FLASHERS 


give Electric Signs THAT SNAPPY APPEARANCE which is appreciated by 


Also saves nearly 50 per cent in lighting bills. 


Pe ae 
7 Md) Abe 


—_ 


\ ' ’ 
eee UF UR WI 





RECO FLASHERS produce almost any electrical effect—spelling, chaser borders, 
script writing, waving flag, and numerous others. 


Solid construction, easy adjustment, self-oiling gears, 
minimum attention. 


Reynolds Electric Flasher Mfg. Co. 


Largest Manufacturers of Flashers in the World 
1123 Broadway, New York 


A | 


191 5th Avenue, Chicago 
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E are increasing the net income of Cen- 
tral Stations by securing for them profit- 
able residence lighting business. : 














@ Few Central Stations serve more than 10% of 
the residences located on their lines, and the great 
majority fall belowit. @. You are one in this class. 


@. Get out of it by letting us tell you how the 
Excess Indicator, i in conjunction with Mazda 


Lamps, incre ases your income. 


Excess Indicator Company 
241 West 42d Street :: New York City 























CURRENT CONSUMPTION 


is the one vital factor to the Central Station Man. 
Bring your solicitors up-to-date. Many new homes 
can be wired if they are in a position to explain 
to your prospective consumers the health-conserv- 
ing, sanitary and economical merits of the 


Thor Electric Home Laundry 
Machine 


They save their cost many times over to the 
purchaser, bring you a liberal profit on each sale, 
and create a permanent source of current con- 
sumption. 

Made in galvanized steel, zinc, copper, white 
enameled cast iron, solid porcelain, and in various 
sizes suitable for any house or apartment. 

Sold for Cash or on Monthly Payments. 
Write for free Catalog E. 


HURLEY MACHINE COMPANY, 
or. Clinton and Monroe Streets, 
hicago 
NEW YORK—1010 Flatiron Building 
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LER-HAMM 





Household Iron—5,6, 7 |b. sizes 
No stand required 


i 


és 





Three-Quart Portable Water Heater’ 


ELECTRIC 
shal canons ike HEA TING DE VICES ae er ee 


Install a Portable Water Heater in a prominent 
drug store, baror restaurant and the sale of others 
will follow unsolicited. 


































Bi Boiling hot water for lemonade, hot chocolate, 
: malted milk and other hot drinks and also for ’ 
Sleeve [ron—3 lb. ae ; - Dise Stove 
Detachable Handle medicinal purposes, provided instantly. Current 


used only at the moment that hot water is wanted. 





Ilas many uses 


The Three Quart Heater has a square base and pedestal and is especially suitable for the buffet 
or sideboard in the home. The larger capacity of the four-quart heater makes it more suitable for 
other uses. Both are finished in polished nickel and have cut glass frosted globes. If you are 
looking for profitable business you should investigate these devices at once. 

The Cutler-Hammer line also includes Irons, Radiators, Shaving Mug, Disc Stove and five 
types of carbon element Water Heaters for permanent attachment to water pipes. Our iron re- 
quires no separate stand, has unusual heat-retaining qualities and conforms to the housewife’s idea 
of what an iron should be. 


A copy of our Heating Devices Booklet will be mailed on request. 





The Cutler-Hammer Mfg. Co., Milwaukee 
NEW YORK: Hudson Terminal (50 Church St.) CHICAGO: Monadnock Block 
PITTSBURG: Farmers’ Bank Bldg. BOSTON: 176 Federal St. | 
PHILADELPHIA: 1201 Chestnut St. CLEVELAND: 1108 Schofield Bldg. 
PACIFIC COAST AGENTS: Otis & Squires, 155 New Montgomery St., San Francisco 
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Electric Sign Accessories 








A FREE TRIAL 


FOR CENTRAL STATIONS ONLY 


We will replace any 20 or 35 amp. 
250-volt Time Switch that is giving 
you trouble, with a 

GUARANTEED A. & W. 8-DAY 
ON-AND-OFF TIME SWITCH 
ON THIRTY DAYS’ TRIAL. 


At the end of thirty days, if the switch 
is satisfactory, send your check—if 
not, return the switch. We know we 
' will get your check and your order 
for a standard package. 
LIST PRICES 
20 Amp. 250 v. 2 pole, - $21.00 


35 Amp. 250 v. 2 pole, - $22.00 


The A. & W.8-DAY ON and OFF LIBERAL DISCOUNT 
GUARANTEED SWITCH. 


— Ae & W. COLOR SHADES 


cover the entire lamp and produce the same 
effect as Natural Glass Colored Lamps. They 
are only made in Natural Colored Glass. and in 
permanent colors. We 

guarantee them to retain @@ 

their color when used on 

Mazda _ lamps. Shade 

holders fastened to the 

sign by the lamps — im- 

possible for shades to fall 

off—made in Ruby, Canary 

and Green. 








LIST PRICE, - 30 CENTS 
i Patent Applied For 
Patent Applied For pplie 
presets ange Send for Sample THE A. & W. COLOR 
COLOR SHADES ATTACHED SHADE 


The A. & W. Electric Sign Co., Cleveland, 0. 
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Here’s How Valentine Signs 
Help the Central Stations 
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This is part of a letter written by the central station man at Connells- 
ville, Pa. It tells the whole story:—satisfied customer—other merchants 








interested—more signs sold. ‘Try one in your town. 





Valentine Electric Sign Company 
Atlantic City, New Jersey 
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